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NEW CAP'N MARK DISPLAY READY 
to help DEALERS SELL MORE ROPE 


Ap he tells all hardware consumers that Columbian 
Tape-Marked Pure Manila Rope is guaranteed and 
water-proofed. 


This old bewhiskered Columbian salesman actually sells 
rope. He and his parrot are ready to cast anchor in your 
store—if you handle Columbian—and help you sell rope 
this spring. 

One of these displays is yours for the asking. Write us 
and give us the name of your jobber. 








COLUMBIAN ROPE COMPANY 
352-80 Genesee Street 
Auburn, “The Cordage City,’ N. Y. 


Branches New York Chicago 
Boston New Orleans 


UDA ROPE 








store to 


your 
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rage UP and tie up! For Double X 
is off again on a full-gaited ad- 
vertising journey in 1933...a jour- 
ney that calls for many millions of 
‘“ealls” in the homes of the nation. 

Month after month, through such 
dominant magazines as The Satur- 
day Evening Pest and Better Homes 
& Gardens, Double X will carry its 
thrift-story to America’s millions. 

People who feel “too poor” to 
have their floors “done over” will 
learn with amazing relief that they 
can do the job themselves ... and 
at trifling cost! Depression or no 
depression, they will drink in the 


news about this chemist’s discov- 
ery that makes varnish vanish and 
makes old floors new! 

Remember that the double-action 
story of Double X may be an old 
story to you but it is always a new 
story to many of your customers. 

That’s why it is only good sales- 
sense to harness this tremendous 
advertising force and put it to work 
for you. Stock up and hitch up! 

Ask your jobber for prices and 
ask us for display helps that sing 
out and sell. Schalk Chemical Co., 
357 E. Second St., Los Angeles and 
3932 South Lincoln St., Chicago. 
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O merchant can expect to make money in 
these days if he ties up his money in a lot of 
competing lines. It’s up to him to pick the best 
line and sell it hard. He can’t afford to humor the 
whims of a few customers who think they want 
something different—it’s much cheaper to con- 
vince them of the superiority of the leading brand. 


That’s why the smartest hardware merchants are 
concentrating on the Kleanbore line of shotgun 
shells and metallic ammunition. You won’t see a 
lot of mixed stocks in their stores. They’re reduc- 
ing their investment, speeding up turnover, increas- 
ing profits, and securing more satisfied customers, 
by devoting all their efforts to pushing Kleanbore. 


ORIGINATORS OF 


K LE 


LY@LETTER 


Kleanbore is the most widely advertised line. It 


wins the most championships at the traps, at skeet, 
and on the rifle ranges. It is the choice of the lead- 


ing hunters with both shotgun and rifle. It is by 
far the largest selling line. It’s just plain common 
sense that Kleanbore is the line that will make the 
most money for you. 


Most of the better jobbers handle Kleanbore. 
If yours does not, write us, and we’ll tell you who 
does. Don’t submit to substitution. Remington 


ny eee fee 
Bridgeport, Conn. , , 


Remington, 


ANBORE AMMUNITION 
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THESE WEW 1933 VALUES 


The mark of Quality 
GENUINE PERFECTION QUALITY 


HIGH-POWER SPEED - - 


NEW LOWER PRICES - - 
ee 













Greatest Values in Our History —No wonder dealers 


are pleased! Women everywhere are telling their friends: “It’s the stove I've always 
wanted, and | was surprised at how little it cost.” 


Why are women so enthusiastic about the 1933 Perfection stoves? ... Because the 
High-Power burners are faster and cleaner than any they ever saw—even gas 
burners. And how the stoves have been improved! New conveniences. New beauty. 
And, to top it off, the prices are the lowest in years. They are the greatest values 


in oil stove history. 


You can meet any competition with 1933 Perfections — High-Power burners —long 
_ gust oe Suet” chimney burners—short-drum burners—quality leaders.and price leaders. 










COMPLETE EFFECTIVE 1933 SALES PROGRAM 


This year profits will follow planned selling. The 1933 Sales Plan 
book tells how—a complete, effective retail selling plan that fits the 
times — adapted to the large or small business. It's free to 


Perfection dealers only. 


g The Sales Plan is definitely tied up to a powerful advertising 
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lealers 
always 
use the 
en gas 
Deauty. 
values 
via long Be sure to display this new High-Power Perfection No. R-559 

Our Stove goods are sold only through retail dealers 
cAM campaign featuring the new stove To get your share of 1933 sales, do this: 
s Plan values, in seven leading national publi- (1) Be sure to have Perfection's 1934 
its the cations — also in 17 state and sectional leaders in stock; (2) study and use Ahe 
ree to farm papers — and this will be supple- Perfection Sales Plan. If you are in’need 

mented with 24-sheet bill-board posters. of either, write today. 

ttising PERFECTION STOVE COMPANY «= 7689-A Platt Ave., — Obio | 
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DUTCH BOY ALL-PURPOSE SOFT PASTE 

WHITE-LEAD. A new-type soft paste which, in ad- 
dition to being quick-mixing, can be used for inside flat 
as well as outside gloss work. Contains pure white-lead, 
pure linseed oil and a little turpentine —nothing else. 


1214, 25, 50 and 100 Ib. kegs. 


2 DUTCH BOY COLORS-IN-OIL. The 

new paste colors that can be added to paint 
without thinning. True in color tone. High in 
tinting strength. Easier to use. Especially suited 
for tinting white-lead paint. Line includes all 
popular colors. Friction-top cans to prevent 


skinning—half pint, quart, gallon. Also sold in tubes. 





CARTER 
ALL-PURPOSE 
Soft Paste W hite-Lead 


Carter White-Lead is also 
now available in the new all- 
purpose, quick-mixing form 















3 DUTCH BOY LIQUID DRIER. A 

properly balanced, painters’ drier +f 
characteristic Dutch Boy quality. Sealed 
cans: half pint, pint, quart, gallon. 


YOU GANT FOOL THE WEATHER 


...with a CHEAP’ Paint ! 


‘ cd 
«.-why spend your money 

oe to PROVE it can’t be done? 

aa e 


os 


@ Advertising in full color in national mag- 
azines has created a nation-wide preference 
for Dutch Boy products. Everywhere — the 
Dutch Boy is recognized as a symbol of 
high quality. 
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...0f importance to 


dealers doing business with painters 


@ Three new members have just 
been added to the famous Dutch 
Boy family of painter products. 

These additions include an im- 
proved soft paste white-lead which 
should ultimately mean but this 
one grind of lead for the dealer to 
stock. That of itself is of major im- 
portance. Then, the new products 
so round out the Dutch Boy line that 
you can now offer your white-lead 
customers “everything Dutch Boy,” 
even down to the colors-in-oil and 
the drier. 

The improved soft paste is known 
as Dutch Boy ALL-PURPOSE Soft 
Paste White-Lead. Here, for the first 
time, is a quick-mixing lead which 
is equally suitable for inside as well 
as outside use...which flats perfectly 
or gives a fine gloss. In addition, it 
is whiter ... smoother... makes an 
easier-brushing paint. Now there is 


“Ses se 


Co ee | 


no need for the painter to carry two 
grinds of lead in the shop...this one 
serves all purposes and, at the same 
time, brings him the advantages of 
easy-mixing. 

The second new product is Dutch 
Boy Colors-in-Oil...a line of oil col- 
ors of the very highest grade, espe- 
cially developed for tinting white- 
lead paint. These colors come as a 
“short,” buttery paste and require 
no thinning. They are high in tint- 
ing strength and true in color tone. 
And, of particular interest to deal- 
ers, they are sold in just four sizes— 
half pints, quarts, gallons and tubes 
—making for economy in handling. 

Finally, there is Dutch Boy Liquid 
Drier. This is a properly balanced 
drier, manufactured especially for 
painters’ use. It is uniform, strong 
...the best drier that it is possible 
to make. 


e NATIONAL LEAD COMPANY ° 


111 Broadway, New York; 116 Oak Street, Buffalo; 900 West 18th Street, Chicago; 659 
Freeman Avenue, Cincinnati; 820 West Superior Avenue, Cleveland; 722 Chestnut Street, 
St. Louis; 2240 Twenty-fourth Street, San Francisco; National-Boston Lead Company, 
800 Albany Street, Boston; National Lead & Oil Company of Pennsylvania, 316 
Fourth Avenue, Pittsburgh; John T. Lewis & Bros. Co., Widener Building, Philadelphia. 
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Further information about these 
new Dutch Boy products will gladly 
be supplied by our salesmen or upon 
inquiry to our nearest branch office. 


* 
Other Members 
of the Dutch Boy Family of 
Painter Products 


DUTCH BOY LINSEED OIL. 
Raw or boiled. Pressed from spe- 
cially selected seed to insure good 
drying properties. Pure. Clear. Well 
settled. Sealed containers: 1 and 5 
gallon. 


DUTCH BOY WALL PRIMER. 
A special primer developed for use 
in white-lead painting. Stops suc- 
tion, seals fire cracks and, at same 
time, serves as first coat. Possesses 
exceptional hiding power. Forms a 
tightly adhering foundation for suc- 
ceeding coats of white-lead. Works 
equally well on all interior surfaces 
— plaster, wall-board, insulating 
board, brick, concrete. Half gallon 
and one gallon cans, 5 gallon kits 
and 30 gallon barrels. 


DUTCH BOY FLATTING OIL. 
A carefully blended flatting liquid 
for use with white-lead to produce 
flat and semi-flat finishes for mod- 
ern interior painting. For use also 
as a blending, glazing and bronzing 
liquid. Sealed containers: quart, 
gallon, 5 gallon. 


DUTCH BOY RED-LEAD. The 
standard paint for iron and steel. 
A pure, fine, highly oxidized red- 
lead in paste form. Can be shaded 
to browns, greens and black for 
finishing coats. 1244, 25, 50 and 
100 Ib. kegs. 

















WAR 


ON FALSE IMPRESSIONS! 


WHuatever truth there may be in this com- 
monly heard expression, it need not apply 
to Kitchenkooks. For buying a Kitchenkook 
is not a “spending” matter. It is a definite, 
provable means of saving money. Which is 
what everybody is interested in today. 
There’s a need for Kitchenkooks. Selling 
them is mainly a matter of aggressively 
pointing out their wealth of features. Drive 
home the facts and you'll bring in the sales! 
Any owner of an old-fashioned time-and- 
fuel-wasting stove who buys a Kitchenkook 
is investing in an economy which will soon 
repay the original outlay and be an actual 


Whatever exaggerated “fear” may have ex- 
isted in the development stages of gasoline 
pressure stoves, there is not the slightest 
ground for it today. It is completely dissi- 
pated by the Kitchenkook. For this stove is 
as safe as any stove ever built! It can’t be 
filled while burners are lighted. Can’t “ex- 
plode” or get “out of control.” Today’s 
Kitchenkook is matchless—for economy, 
efficiency, convenience and safeness. 

An investment in saving and better living 
— that’s what Kitchenkooks are to the users. 
And to the wide-awake merchant, a lucra- 
tive source of profit in a barely scratched 
market. Your locality may be open for a 
Kitchenkook selling franchise. Write today. 
American Gas Machine Co., Inc., Albert Lea, 
Minn. Branches: 360 Furman St., Brooklyn, 
N. Y.; 4242 Hollis St., Oakland, California. 





The American Line: 
Gas, Casoline, Kere- 
sene and Fuel Oit 
Heating, Cooking and 
Lighting Appliances. 
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source of profit for many, many years... . 
Because no other type of stove costs so little 
to operate in comparison with results. 

No other stove — with any other type of 
fuel — produces more clean heat per unit 
of fuel cost than a gas-from-gasoline Kitchen- 
kook. None produces quicker or hotter heat 
—not even the ordinary city-gas range. To 
say nothing of the incalculable saving in 
hours which the housewife ordinarily spends 
over a slow, uncertain coal or wood stove; or 
the superior cooking or baking she can 
achieve; or the pride and pleasure she’ll 
derive fram her Kitchenkook. 


‘Gototre Sevres Aare not Jaye 


No. 986. One of the popular Kitchenkook models. Approved 
by the Underwriters’ Laboratories. New features include a 
captivating broiling and roasting stand. Adjustable at a 
turn of a knob ... to bring pan as close to or as far from 


flame as desired — without sliding shelf out and into hot 

oven. Also improved type heat indicator. Range beautifully 

finished. Full porcelain enamel. Self-gas-generating—from 

gasoline and air. New Sta-Klean generator and burners of 

special metal. Easily cleaned needle and valve assembly. 
Unsurpassed value throughout! 
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+H ‘THE PERFECT PACKAGE = SUN-RED EDGE Self-Mea- [1 
an ' rr sured Screen Cloth Means +4 
as nea H+ Greater Profit to Jobber, 4 
oo pA peaiee a sinaiithetiats * Dealer and Consumer. 4 
ooo Cloth anak HH 
HH in Transit H “tH Madeaccordingtospecifications 414 
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YOU WILL MAKE 
MORK MONEY HANDLING 


LIBBEY OwENS-FORD 
QUALITY GLASS 


J National advertising has made your customers recognize the L-O-F label as a 


familiar symbol of superior quality and value. 


The exclusive L-O-F process produces a glass that is remarkably easy 
y) 1 to cut. This reduces loss through breakage to a minimum, thereby 


increasing your profit. 


L-O-F dealers can carry a balanced stock that assures profitable 
a turnover, for L-O-F jobbers are so widely distributed that, wherever 
your store may be located, your order will be filled without delay. 


Let your jobber’s salesman help you maintain a balanced stock 
and assist you in developing a sales-producing program. 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, O., manufacturers of Highest Quality 
Flat Drawn Window Glass, Polished Plate Glass and Safety Glass; also distributors of Figured 
and wire Glass manufactured by the Blue Ridge Glass Corporation of Kingsport, Tennessee. 


LIBBEY: OweENS:FORD 
Rj QUALITY GLASS 
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‘FURNITURE 


Manufactured by The House of Tucker” 
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No. 35-RT 





The “Sea-Breeze” is another popular 
design in our No. 35 The hand 
decorated marine scene adds a refreshing 
No. 35-RT as shown, is one of 
color combinations available. The 
colored to harmonize 
with frames of Red, Blue or 
Orange. This chair will bolster up your 
hot-weather sales! 


series, 


note. 
four 
canvas 


covers are 


Green, 





quality with a price that assures quick sales. 
Join the PEERLESS Band-Wagon for more profits in ’33! 


NEW!!! -- The Rockerless Rocker 


This chair, newest addition to our reclining series, is destined to be a 


Better Your Business in 1933 With the Peerless Line 


QUALITY will be the “Buy-Word” to more furniture sales this year! 
Tucker” presents a line of PEERLESS folding and other camp furniture for 1933 that combines 
These are only a few of the numerous money-making 


easily, 


All 


most popular seller. Rocks yet 
on rough ground or floors. 
attractive colored lacquers. 


Equipped 


Beech 


sparkling patterns. with or 


IMPROVED! - - Our Recliner Series 


recliners of 


All 


No. 11-FR and 60-A chairs. These 


fortable than the conventional type, add to the appearance o 
the chairs and make them EASE-y to sit in, easy 
No. 11-FR, one of our famed 11 series of recliners may be had 
or without arm 


in various color combinations, and 


foot rest or canvas canopy. 





This 


folding 


Orange. 




















NEW, TOO!! 


Head Rest Pillow 


Sell 


one of 


these head rest 
pillows with each recliner and 
make an EXTRA profit! Fits 


snugly on all of the PEERLESS 


recliners and Rockerless Rocker. 





Made of bright stripe material 


in an assortment of colors to 


match covers on chairs. 


legs are 


wood frame, in 
Highly colored canvas back, available in several 


without 


the PEERLESS line are now equipped 
with the new curved arm rest, as shown in the illustration of 


arm rests 


with 






chair 
Opens and closes with 
the foot, folds flat and stacks as 


won't tilt. 


easily as pancakes. 
left, is the senior TUCKER’WAY. 
A juvenile model, No. 85 Jr., is 
also available. 
ural finish (Beech), these chairs are 
lacquered in Red, Blue, Green and 
(Black and 
special order.) The TUCKER’WAY 


is also made in sections. 


These Are Only a Few 
Products of 


“THE HOUSE 
OF TUCKER” 


“The House of 
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stationary, permitting use 






either varnished or 







arm rests. Folds easily. 








are more com- 







The 


to sell. 







rest, 






all-wood 


built— 


famous 
well 


the 
that’s 


No. 85 shown at 


In addition to nat 


Walnut on 





No. 35-GN 


The No. 35 series are ever popular up 
right folding chairs with colorful canva 


seat and back, amd frame lacquered ¢ 
harmonize with the canvas. No. 35-GN 
illustrated above, shows the Modernisti 


design, one of many pleasing and strikin 
This design may be ha 
wit! 


motifs available. 
in four combinations to go 
frames of Green, Red, Blue or Orange. 


No. 3 COT 


PEERLESS cots are comfortable 
sturdily constructed. The fact that we 
sell over 100,000 of these cots every yeat 
proves that they are quick sellers and giv 
The No. 3 O.D. cot at the 


color 


anc 


satisfaction. 


left is self-adjusting to uneven ground 
and is covered with 13-o0z. olive khaki 
32-inch double filled duck. Note the 


compact bundle it makes when folded. 


MAIL THIS COUPON TODAY 
for 1933 Catalog! 


(J Please send new catalog free. 3 
OC) Send samples, prices etc., of the following numbers: a 





(NO FREE SAMPLES. THEY MAY BE RETURNED OR KEPT AS PART OF ORDER.) 
Name 
Address 


TUCKER DUCK & RUBBER CO. | 


Dept. D-5 Fort Smith, Arkansas © 


Mfrs. of Folding Furniture, Tents, Mops, Paulins, ; 
Furniture Pads, Cot Covers, Golf Bags, Card Tables, Etc. 
Interested? Write for details. 
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Every day jobbers receive inquiries for nuts and bolts with the Upson 
product definitely specified. There is a reason for this. 


Over a long period of years Upson has been recognized as a leading 
jobbers’ source. Customers have learned that they can depend upon 
Upson products. They appreciate the quality in every item that bears 
the Upson name. The natural consequence is that they specify Upson 
even when ordering from the jobber. 


If you handle nuts, bolts, rivets and kindred items, you can reap the 
benefits of the hard work put into establishing this trade name of Upson 
by carrying these products in stock and supplying them to all your trade 
—by giving to every customer the same degree of protection and economy 
that is now enjoyed only by those who specifically order it. 


And don’t forget—your own good will is built up on the quality of the 
merchandise you sell. Let us quote on your next inquiry for stock. 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. Turn- 
buckles. Belt fasteners. Automotive and railroad 
special items. Headed and threaded products 
for every use. Your specialties are our specialty. 


a2: $$ Oo .f8 wm @F orivistown 


REPUBLIC STEE 
CORPORATION 


CLEVELAND OHnIo 
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Who's going to Buy 
Oil Stoves 
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The Market is BIG 


The stove business is going to be better in 1933. 
Hundreds of dealers have told us so. They estimate 


increases of from 20% to 100% and more. 


us that:— 


They tell 


1. People are moving into the suburbs, beyond the gas 
mains—and will buy oil stoves. 
2. Families in the cities will use oil because gas rates 


are too high. 


3. Folk who have stoked a coal or wood stove all 
winter will buy an oil stove for summer use. 
4. More and more people will go to their 


camps early—and stay late. 


stove sales. 


5. And thousands of women will fix up the 
kitchen this spring—and a new stove is the 


first thing they’ll buy! 


That’s oil stoves, because spring is the big 
But when you have the 
Florence line you are in the stove business— 
You are equipped to 
sell the kind of stove they need—for city, 


oil stove season. 
oil, gas, and range oil. 


suburb, or country. 


With Florence you have real value, backed 
by 60 years’ experience; a name known to 
your customers, a line endorsed by Good 
Housekeeping Institute and guaranteed by 
the huge Florence organization. 

Sales are easier and more profitable— 
Remember, 
woman wants a stove she wants a good 
looker, a good cooker—one that is dura- 
ble and economical. You don’t have to 
trade down—you can trade her up—up 
to where each sale shows a profit! People 
are going to buy stoves in 1933—and you 
can sell them FLORENCE—easy and 
often—with the FLORENCE PLAN. 


with Florence. 


© 1933, F. S. Co. 


Wickless 


Famous Flor- 
ence ‘Focused 
Heat” Wickless 
OilStove, 
everywhere 
recognized 
as the cleanest 








More oil 


when a 


Wicktype 


Improved long 
chimney wick 
stoves, power- 
ful, easy to 
use. Some folk 
prefer a wick 
stove—here’s 



























Range Oil 


Leading Range 
Oil Burner, en- 
dorsed by Good 
Housekeeping 
Institute and 
listed as stand- 
ard by the Un- 


More and more women are saying: “‘Let’s fix 
up the kitchen!” The Florence Plan will bring 
these women to your store to buy. This 
kitchen in color will be shown to millions of 
women in their magazines: and to many mil- 
lions more in dealers’ show windows. 
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Gas 


Complete line of 
modern gas 
ranges, full 
porcelain enamel 
finish in colors. 
Automatic top 
burner lighter, 


approved oven heat control, fully 
insulated oven and broiler, col- 
ored handles. Strong, sturdy con- 
struction. Offer amazing values. 


HARDWARE AGE 


derwriters’ Laboratories. Com- 
plete line of models for use in 
coal-burning kitchen stoves and 
parlor heaters. 


one you can sell with confidence. 
Made in a 5-burner range with 
built-in oven, and in 4, 3, 2- 
burner models. 


and most economical oilstoveever 
devised, the nearest approach 
to gas. 5-burner range with built- 
in oven, and 4,3, 2-burner models. 


is 











vy Whos OOInd to Sell 


Ss) in 1935? 






































tet fix Part of the new window trim material that will help 
— ycu sell new kitchens in 1933. These two giant 
aie of panels in full color will make people stop, look and 


mil come inside. They are part of the big Florence 
y mu- Plan that is explained in the Ranger, which will be 
sent to you, free, for the coupon below. 


You can make more money with 


= FLORENCE 


full 


ir STOVE | 


hter, 


fully Established 


col- 


= Gardner, Massachusetts 
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— and easy to SELL 


Dealers helped us build the 1933 FLORENCE MER- 
CHANDISING PLAN. We asked hundreds of 
dealers what they wanted to help them sell stoves. 
And we took their best suggestions and made an adver- 
tising campaign that will make money for you in 1933. 
Here are a few of the high spots: 

1, National Advertising: Nearly 45 million mes- 
sages to women who appreciate better kitchens, 
better homes, in 

Ladies’ Home Journal 
Good Housekeeping 
Better Homes & Gardens 
Woman’s World 
Country Gentleman 
Farmer’s Wife 
Household Magazine 
Needlecraft 

Holland’s Magazine 
Southern Agriculturist 

2. The best window trim material you ever saw— 
color lithos that make people stop, look, come inside. 

3.A merchandising plan to help you sell, not 
only stoves but refrigerators, furniture, cabinets, 
floor covering—even paint and utensils—to store- 
wide prospects. | 

4, Plans to bring real prospects to your store. 

5. New original ad-cuts that folks can’t miss, 

6. New folders that help you sell. 

Does all this sound good to you? Want 

to learn the details? Then send the 

coupon right away for a copy of the new 

“‘Florence Ranger’’ which will give 

you the complete story and tell you how 

you can make money with the Florence 
= Plan in 1933. Here’s the coupon—let’s go! 








| Florence Stove Company HA-3 | 
| Gardner, Mass. | 
Cg Gentlemen: Send me the dope on your 1933 | 
A sales promotion plans. 
| | 
| | 
| | 
| I am selling 
0 Wickless Oil Stoves 0 Gas Ranges | 
— | 0) Wicktype Oil Stoves 0 Oil Heaters : 
” eee aes aes al 
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... Analyze Your 


like you analyze your stock 


YOU constantly analyze your stocks to see that 


’ in one line—too light 


you are not “top-heavy’ 
in another. But do you as consistently analyze 
your stock from the standpoint of the selling 
advantages in each line? Do you search for the 


factors that help you sell it, outside of the 


product itself? This is important in any line— 
it is particularly important in lamps. The 
selling advantages of Edison MAZDA lamps 
are given on the next page. It will pay you to 
check this list. Below we are amplifying the 
selling advantages the Edison MAZDA Lamp 
Display Service gives you. 


3. Display Service V 


Here is a typical example of the many amazing in- 
creases in lamp sales created by Edison Mazpa lamp 
displays. 

The Anderson M. Griff Hardware Company of 
Atlanta, Ga., recently made a 740% increase in lamp 
sales. This company gives much credit to the Edison 
Mazpa lamp display piece, tying in with a nationally 
advertised product. 

General Electric spends more money than any other 
lamp manufacturer to develop, pre-test and make its 
displays the most outstanding and effective in the whole 
merchandising field. 

In a nation-wide survey—conducted in the summer of 
1932 by the National Retail Hardware Association 
among 500 of its representative members—the Mazpa 
lamp displays, prepared by the Nela Park Sales Promo- 
tion Department of General Electric Company, received 
more FIRST CHOICE votes than FIFTY OTHER 
best known services combined. 

Edison Mazpa lamp displays in your windows and in 
your store mean: increased lamp sales as repeated tests 
show. They tie your store up with the biggest advertis- 
ing campaign in incandescent lamp history. They 
attract favorable attention to your windows, give you 
low cost advertising, and build store prestige by telling 
passers-by that you carry nationally advertised Edison 
Mazpa lamps. 





This is the Edison MAZDA lamp window display for April 


EDISON MAZDA LAMPS 


GENERAL 6) FC ERIC 
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r Selling Advantages 
i; 





— PRESTIGE: Wherever the G-E monogram 
‘he | appears, it is instantly accepted as the mark of an 
electrical product of unexcelled quality. 











Ips 

to 

he ADVERTISING: The advertising of Mazpa 
2 lamps, made by General Electric, has always 

np led in volume, in continuity and in effectiveness. 





aS 


3| DISPLAY SERVICE 


IDEAS THAT HELP YOU SELL: General 
Electric searches every branch of retailing to find 
yay ideas that have clicked so that we can pass on to 
our alert dealers new, sound, proven ways to 
sell more lamps. 





LOOK FOR THIS MARK 





QUALITY: General Electric is constantly mak- 
ing research to be sure that its lamps are products 
of unexcelled excellence. And this, plus MAzDA 
bh Service, means that Edison Mazpa_ lamps 

are always first, with new improvements. 480 in- 
spections, processes and tests in manufacture in- 
sure quality. 





CONSIGNMENT PLAN: Stabilizes prices 
and assures satisfactory profits. Under this plan 
dealers can carry an adequate variety of lamps 
6 and thus secure sales that might be missed under 
any other plan. You never have to charge off 
obsolescence. No losses are possible through price 
reductions. There is no money investment. 





ORGANIZED CAMPAIGNS AND CON- 
TESTS: General Electric systematically and 

regularly initiates campaigns and contests to 
7 stimulate sales . . . and pre-tests them in ad- 
vance. At the time of these contests, General 
Electric simultaneously increases it advertising 
to the customer. 














These are just a few of the advantages an Edison Mazpa 
lamp agency offers you. We will go into more detail on each 
one in following advertisements. Read them and check them point 
by point. General Electric Company, Nela Park, Cleveland, Ohio. 
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They may have endured the slam 
but they never enjoyed it! 
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| IT WILL PAY 
YOU. 


Vagaa's TO STOP IT! 


People endure the slamming of screen doors throughout 
the summer chiefly because they don’t realize how easily 
and economically they can enjoy real comfort and quiet. 
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Here’s a way to make friends and increase your sales and 
profits: show your customers how to control their screen 
doors and help keep out insect pests by installing the Yale 
Model 570 Door Closer. 


5 ee lowtne 3 ad YALE DOOR CLOSER 
This neat, compact and dependable device is a liquid type on 


closer. It has all the merits of the larger Yale Door Closers _ ps0. 60 that dailies 
which are used to control entrance doors and others in the _ tail it profitably at $3.75 
country’s greatest buildings. It not only 
prevents slamming but it controls the door. 
No other type can give real satisfaction. 


Note: This Spring put on a Yale Screen Door 
Closer sales drive—display the Yale Model 570 
in your window, on your counter, and instruct 
every clerk to offer this fine door closer to every- 
one who comes into your store. 


























THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S. A. 





18 HARDWARE AGE 








N 


VK MERE 








SELL THIS APPROVED NON-ARSENICAL INSECTICIDE 


DUTOX 


REG. U. S. PAT. OFF. 


A FLUORIME COMPOUND 





Daler hills pests 


,, SAVES czofus 





Vit ecroactias dinsienaboces | clots apposed VEGETABLES ¢ FRUITS e TOBACCO 
non-arsenical insecticides for the control of beetles and 
leaf-eating insects on vegetables, fruits and tobacco, is rapidly 
resolving itself into the use of the product which has had the 
most elaborate background of thorough research and field 
trials —DUTOX. — 

RESEARCH. Over ten years of authoritative research by 

entomologists and trained experimenters, and also commer- 






cial field trials under almost every climatic condition, proves 
DUTOX a most practical non-arsenical. Used as either dust 
or spray, it is safe to soils and foliage and is highly toxic 
to insects. 
ADVERTISING. 1933 is the fourth consecutive year in 
which the crop-saving story of DUTOX has been told 
nationally to growers everywhere through prominent farm 
journals—four years of cumulative grower demand for 
the dealers. 
SALES. DUTOX sales have practically doubled each year! 
—to commercial growers and home gardeners. Such a 
notable increase from year to year indicates continued 
consumer approval and acceptance. The buying trend is 
towards DUTOX. 
DUTOX kills the Mexican Bean Beetle, Striped Cucumber Beetle, 
Asparagus Beetle, Tobacco Flea Beetle, Potato Flea Beetle, Egg- 
plant Beetle, Blister Beetles, Cabbage Looper, Cabbage 
Worm, Tomato Fruit Worm, Codling Moth and many other 
insects. DUTOX is sold in 1-lb. cans —also 1-Ib. and 6-Ib. 
bags .. . Ask your jobber or write us. 


THE GRASSELLI CHEMICAL CO. 


Founded 1839 = [NC ORPORATED Cleveland, O. 


3,290,150 GROWERS 


READ THE CROP-SAVING DUTOX MESSAGE 
IN ALL THESE FARM JOURNALS MONTHLY 
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| (No. 1933 Varnish 
Brush Assortment 


No. 4530 Varnish 
Brush Assortment 


No. 1773 Wire 
Scratch Brush 
Assortment 


<i : / No. 4860 Wali 
en ee oe Paint Brush 
: ee Assortment 


day out, these Osborn Brush Assortments are SELLING! They 
are REAL VALUES that encourage buying. Place any one or more of these 
attractive merchandising displays in your store and watch SALES START 
CLIMBING. There's one word for the entire proposition—PROFIT! Ask 


your jobber or write us for complete information. 


Day in and 


No. 4530 Assortment 
Contains 36 Flat Varnish 
Brushes. Sizes 1”, 114” and 
2”. Suggested retail price 


—10 cents each. 


No. 1773 Assortment 


Contains 24 Fine Steel Wire 
Scratch Brushes. Solid 
Block, 41%4” x 1 11/16”. 5 
x 10 rows, trim 1 3/16”. 
Suggested retail price — 10 
cents each. 


No. 1933 Assortment 
Contains 24 Flat Varnish 
Brushes. Sizes and sug- 
gested retail prices: 1”— 
15¢ each. 1%4”—20¢ each. 
2”—25¢ each. 


No. 4360 Assortment 
Contains 12 Wall Paint 
Brushes. Width 3%”. 
Length 3%”. Suggested 
retail price—60 cents each. 








THE OSBORN MANUFACTURING LOMPANY 
5401 Hamilton Avenue Cleveland, Ohio 


Sales Offices: New York, Detroit, Chicago, San Francisco 


—=Orn— 


HARDWARE AGE 














20 











THIGH VELOCITY 


°SHOT SHELLS 
and CARTRIDGES 






THE 
HARDEST HITTING 
AMMUNITION 
EVER 
BUILT 
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AMMUNITION 











AMMUNITION YOU CAN SELL WITH CONFIDENCE 





Pros come from selling what people ey 
om offering what meets their desires. Toda 
shooters demand speed and power in saenaallinn 
—and Peters High Velocity satisfies this demand 

as it never could be satisfied before. It's in step 
with the times—' ‘the hardest hitting ammunition scale to shooters of every type. In outdoor 
ever built. magazines, farm at , boy papers, and other 
Shooters know that Peters High Velocity Shells publications, the Peters vigorous 1933 eluihinn 
and Cartridges are the ammunition supreme for ——— is all the time ar ag A eae y= 
high-flying geese and ducks, the wily pheasant business for you. Take a ne of this 

and big geme. They are acquainted re & experi- es-making program! Peters High Velocity is 
yoo with its high quality and absolutely depend- the ammunition for 1933—let it, and the entire 
able performance. It's the ammunition they line of Peters ammunition, win " profits for you 
want—and will buy! this year. 


Peters High Velocity—the big blue shell—is the The Peters Cartridge Company 
only shell designed ex oe t for progressive Dept. C-22 


burning powder. High Velocity Cartridges are 
made in a complete line—from .22's on up. New York Kings Mills, Ohio Sen Francisco 


The “good news” about this outstanding ammuni- 
tion is continually being told on a widespread pPzLtER TERS 





PE LERS 


200 GRAIN 
M.C HH. P. EXP. BULLET 
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AMMUNITION YOU CAN SHOOT WITH CONFIDENCE 
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OPERATION 
WAS 
SUCCESSFUL! 
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but the Patient Died 


Crowds flooding the store all day... 
cash-register ringing ... hardware 

oing out, cash coming in. It was a 
Frilant success!—while it lasted. At 
the end of the year the store was dark, 
boarded up—for rent... Just 
another dealer who learned the differ- 
ence between a going concern and a 
“gone” concern. 


You have seen that happen time and 
again—so have we. They come and go 
—while you and we continue in busi- 
ness. For forty-six years Cyclone “Red 
Tag” hardware items have weathered 
cheap competition, substitution, low- 
price imitation—yet today Cyclone 
still stands at the top. We know, by 
experience, that it pays to manufac- 


CYCLONE 
LAWN FENCE 


ee 
- a= 


LLEET i» 


_— 


ture quality goods of real value, just 
as it pays you to sell them! 


In the next few months history will 
repeat itself. There will be cheaper 
lawn fence sold than Cyclone’s. But 
what has happened for many years 
will happen again—more Cyclone 
Lawn Fence will be sold than any other 
kind, and the dealers who sell it will 
make the most money. You never have 
to cut the profit-margin to sell Cyclone 
quality. 





If you are on the side of nationally- 
advertised quality merchandise, made 
in America by American workmen and 
sold at a fair price and profit, concen- 
trate on the Cyclone “Red Tag” line. 











CYCLONE 
CATCH-ALL BASKET 


CYCLONE 
WIRE SCREEN CLOTH 


Cyc 


Reg U.S. Pat. Off 


CYCLONE "45" 
CHAIN LINK FENCE 


CYCLONE FENCE COMPANY 


General Offices: WAUKEGAN, ILL. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


SUBSIDIARY OF UNITED 


STATES STEEL CORPORATION 


Pacifie Coast Division: 
STANDARD FENCE COMPANY, Oakland, Calif. 
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MULTISPRAY is the sprinkling system built 
permanently into Goodrich Maxecon Hose. Spray heads 
about the size of tire valves—held upright by instantly 
~ detachable metal supports — are spaced approximately 
12 feet apart. A few turns of the thumb screws opens or 


closes them. In two minutes, the hose can be turned 
into a sprinkler, and just as quickly back into a hose 
.-- National Advertising is being used extensively this 
spring to help you sell Multispray and Maxecon Hose. 


Goodrich 
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MULTISPRAY 2412 Spring 


Which means you get $2 EXTRA 
on each sale of Goodrich Maxecon 


@ People know about Multispray now. It was 
introduced by Goodrich last spring . . . the first 
practical, economical, built-in sprinkler for home 
use. Sales far exceeded expectations. For it pro- 
vided just the sort of sprinkling system every 
garden needs. It was something people wanted 
... the kind of people who own their homes, who 
are proud of their lawns and gardens, the most 
desirable customers you could find anywhere. 


Multispray, and the fact that it is made from the 
widely known Goodrich Maxecon hose, is being 
even more ‘strongly advertised this spring... 
People who intended to buy only plain hose, or 
hoped to make the old one last another season, 


will be asking about Multispray. Customers who 


A FULL PROFIT ITEM 


We are advertising Goodrich Maxecon ex- $ 50 
tensively at this fair price, to give you a fair a 
profit... (50 feet, regular %” size, black) 


With #2 Extra for MULTISPRAY wi 50 


THE B. F. GOODRICH RUBBER COMPANY 
AKRON, OHIO 


Gentlemen: I should like to have more information about 
the Goodrich Multispray. 





Address 
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would ordinarily pay only $5.50 or even less for 
plain hose, will gladly pay $7.50 for the added 
usefulness of Goodrich Multispray. 


Will you get this extra $2, or will it go to a com- 
petitor who has been just a little more alert to 
new sales-building ideas? The Multispray comes 
in an attractive display package (illustrated at the 
left) which effectively tells its own story. With 
adequate display, and a little extra sales effort, you 
can turn many a prospective hose buyer to Multi- 


spray. And remember, that means $2 extra for you. 


Ask your distributor for a demonstration of 


Multispray, or if you prefer, send us the coupon 


below. The B. F. Goodrich Rubber Co., Akron, O. 


IN THE GoLD WRAPPER 
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STANLEY 


HAND TOOLS 


NEW BRITAIN, CONN. 























Reg. U. 8S. Pat. Off. 


TORRINCTON, CONN. 
Established 1854 


New York Office 151 Chambers St. 








“UNION’ Fishing Tackle 
Is Profitable to Handle— 


It is right in every way and sold at prices 
the majority can afford. "UNION" Split 
Bamboo Rods are made of the finest 
bamboo, thoroughly seasoned and con- 
structed by workmen whose one aim is 
to maintain our high standard of quality. 
"UNION" Steel Rods are equally de- 
pendable. 


"UNION" Reels are sturdily built, free 
running and easy winding. All items are 
attractively finished. 


You can sell this splendid fishing tackle 
with absolute confidence that it will give 
unfailing satisfaction to every customer, 
advertise your store and bring steady re- 
peats. 


You cannot stock a better line for the 
money. Send for New Catalog No. 15, 
it describes the complete line—makes 
ordering easy. 


Your Jobber Will Supply You 
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No. 4152 
Steel Rod 





No. 7169 
Fly Reel 
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Pittsburgh 


electrically welded 
farm, poultry and lawn fences 
perfected by 
MORE THAN 30 YEARS 
EXPERIENCE 


mm welded wire products manufacture 


For more than thirty years Pittsburgh 
Steel Company has been making, devel- 
oping and improving electrically welded 
wire products. The most widely known 
of these products are Pittsburgh Perfect 
Farm, Poultry and Lawn Fences, but 
other products include Pittsburgh Steel- 
tex Interior Lath, Stucco Lath, Floor Lath, 
Reinforcing Fabric, Corn Cribbing and 
Industrial Fabrics. Every year brings 
new developments of application or 
imitation that testify to the fundamental 
advantages of the strong, neat and ef- 
fective electric-welding method of fence 
and fabric manufacture. 


PITTSBURGH 
STEEL COMPANY 


PITTSBURGH « PENNSYLVANIA 
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Perfect Lawn Fence : 





~ 


Double Scroll Single Scroll Plain 


Also 
Crimpickel Lawn Fence 























A BIG YEAR 


FOR 


DU PONT MX 


Specify this champion 
smokeless powder 
for 


FASTER-MOVING 
TRAP LOADS 






N° OTHER new smokeless powder ever 
scored such a success as DU PONT MX 
scored last year. Its string of records was outstanding 
...at the Grand American Handicap . . . East or West, 
wherever shooters faced the traps. 


Last year was a BIG year for DU PONT MX, but 1933 
will be a still bigger year for this champion smokeless 
powder. The news about it has spread all over the 
country. It is being widely advertised. Shooters want 
it, because it is clean-burning, has balanced recoil, is 
unaffected by atmospheric changes, is ballistically stable 
at either high or low temperature, and provides uniform 
loads, good patterns and clean breaks. 


Specify DU PONT MX in your trap loads. Let this 
champion smokeless powder make 1933 a bigger profit 
year for you! 
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— 
,” RIVETS 


represent a small but vital item... Protect 
the quality of your product . . . specify 
rivets made by Tubular Rivet & Stud 
Company ... they are true to gauge — 
thoroughly dependable—available in 
various styles and sizes ... The products 
of Tubular Rivet & Stud Company are the 
perfected result of many years of scientific 


i manufacture ! 










| TUBULAR RIVET & STUD CO. 
| BOSTON, MASSACHUSETTS 


The largest faci in the world devoted to 
the manufacture of Tubular and Clinch Rivets 
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Cortland Gray-Wick is one of the best selling, 
most satisfactory wire screen cloths on the mar- 
ket—a product of established quality, favorably 
known from coast to coast. 


Its dull finish is thoroughly galvanized, electro 
zinc coated and enameled with a tough transpar- 
ent varnish—a double protection against corro- 
sion. Its appearance ‘is very attractive. 


Made from Copper Bearing Open Hearth Steel 
in our own mills where we control every operation 
from raw materials to finished product. 


Made in 12, 14, 16 and 18 mesh from .011 
gauge wire both ways. All widths in even inches 
from 18 to 42 ins. inclusive, also 48 in. double 
selvage as standard. Extra wide widths, 54 and 
60 ins. Standard rolls of 100 lineal ft. Each 
roll shipped in a sturdy individual roll fibre car- 
ton to insure clean undamaged rolls and attractive 


display. Always a profitable seller. 


Your Jobber will supply you 
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Known Quality 
Attractive Finish 








Other popular Cortland brands: 
Cortland Black, Cortland Bronze 
and Cortland Copper. 

All grades of our Screen Wire 
Cloth are made to comply with 
specifications adopted by the 
Bureau of Standards, Depart- 
ment of Commerce, SPR 122-31. 








Now shipped in 
strong individual 
roll fibre cartons. 








and Doubly Protected Against Corrosion 
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So, Selling a new idea 


about files to your 
customers, Nicholson File 
advertising for 1933 feat- 
ures the slogan“Taking pun- 
ishment is part of the job.” 


Vividly illustrated by color- 
ful illustrations (example 
shown on this page), Nich- 
olson File advertisements 
appear in Newspapers, the 
news magazine Time, Col- 


lier’s, Popular Science, In- 
dustrial Papers, Education- 
al Journals, Farm Papers, 
Lumber Papers — covering 
the entire Market for Files. 


Millions will read, thou- 
sands will buy — many of 
them from your store. Now 
is the time to complete 
your stock of nationally 
advertised Nicholson Files. 
At your jobber’s. 


NICHOLSON FILE CO., PROVIDENCE, R. I., U. S. A. 


A Pie FOR 
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MADE..PRICED..SOLD to start the 


paint business coming YOUR way and keep it com- 
ing against any and all kinds of paint competition 


In tune with the times, the new line of Simmons Paints is special- 
built for 1933. Made, sold and priced to bring the paint business 
TO YOU by “going any competition ONE BETTER” in any field 
and to meet the paint requirements of any customer. Coming 
just ahead of the big painting season, the new Simmons Paint 
line brings you a real chance to meet and conquer competi- 
tive conditions as they exist in your local paint market now. 
A fighting line-up of three 
brands — each one working for 
you every minute in a different 
field, winning sales and profits 
against obstacles that you 
thought could not be overcome. 


Ke =>» 


USE, PAIN ‘PENNAN]; 
BZ PAINT 






PEA GREEN 
260 


ONE-HALF GALLON u, 8. MEASURE 






Build Up Your Paint Volume in *« fifty years the Simmons policy has been—"Where the quality is 


- 2 the same, the price is lower; where the price is the same, the quality 
Every Price Range with This is higher.” That Simmons policy of price and quality is exemplified 
New Simmons 8-Brand Line in the new Simmons 3-Brand Paint Line. Simplified, yet complete for 
the demands of any paint market. Adequate to supply any paint re- 
quirement, yet you do not have to make any large investment in 
extensive stocks. Fill-ins can be ordered with hardware. 


Will you be the dealer in your community who got in on the Simmons 
Paint proposition of 1933 — or will you be one who failed to see its 
money-making possibilities. Act immediately if you are interested. 
Send coupon for complete details. Send it today — because paint 


SIMMONS HARDWARE CO., Paint Department propositions like this one are scarce in these times. Those who re- 
%. Levis, ihe. spond first will be served first—and will be the first to profit. 
| want all information on the profit possibilities of the Manufactured and Distributed by 

Simmons 3-Brand Paint Line. Please send complete 
details by return mail or ro your salesman call. The 5 | M M O N S HAR DWAR E COMPANY 
Mame of Stere.......-..--sserecercecseecececs “A jobber’s first duty is to help his customers to prosper” 


—E.C. SIMMONS 
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BY 


E. B. GALLAHER 


so—we have done it. 


own knitting—remained independent of all trusts. 


two years ago. 


What does this mean? 


class—prices right—ready consumer acceptance. 
mean nothing else. 
And why not? 


our bills. 


before the next upswing. MAY WE SERVE YOU? 


CLOVER MANUFACTURING COMPANY 
NORWALK, CONN,, U.S. A. 


SANDPAPERS 
METAL-CUTTING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 











Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


To-day our volume is over three times as great as it was 
We were compelled to erect a new unit to 
our factory last year, and are now about to start three new 
units in order to care for our rapidly expanding business. 


It means that our goods must be right—service first 
It can 


We have no bonded indebtedness—no 
preferred stock—no bank loans—no merger dead horses to write off—we discount all 


| 
CLOVER GRINDING AND LAPPING COMPOUNDS | r 
| 


Mr. Merchant, We Have a Common Bond 


DOCTOR SHOULD BE WILLING to take his own medicine—at least we think 


When all the costly combinations and absorptions in our industry were taking place, 
Clover stood firm—kept its overhead down—attended to its 








Thus, our overhead is extremely low, and we can turn out the highest grade of 
products at the lowest possible prices—and still make money. 

The independent merchant and the independent manufacturer are to-day, shoulder 
to shoulder, serving the country in an important manner—they have much in common. 

There are here presented strong arguments for the mer- 
chant who is now striving to improve his sources of supply 








E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of: 





Green-Stripe Sandpaper. 


| Red-Stripe Turkish Emery Cloth—for polishing. 
| Yellow-Stripe Aluminous Oxide Cloth—for cut- 
ting hard metals. The universal shop abrasive. 





| Orange-Stripe Garnet Paper—for wood-working. 
| Clover Grease-Mixed Grinding Compound. 
| Clover Water-Mixed Valve-Grinding Compound. 


Character of business 
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Eagle Wood Screws are precision made 





with clean slots—uniform heads—accu- 





rately cut threads. Flat, round and oval 





head styles of iron or brass—all sizes. 






It pays to handle Eagle Wood Screws for 





good profit and satisfaction to custom- 





ers. Large stocks on hand assure prompt 






shipment. 





Geers? 






The Eagle Quality Line 


Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks Machine Screws 
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26 Warren Street -- New York, 
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521 Commerce St. 177179 Franklins. 4 Bedford St 
Philadeiphia,Pa. _ Chicago, IH. al 
Works. et Terryville, Conn, 













chuments 
with Chickens 


prove value of 


USTRAGLASS 


alert ty WwiNOw ylas een 


B. Chicks grown under 
Lustraglass are normal, 
healthy and free from 
rickets. 


A. Chicks grown under 
ordinary window glass 
develop rickets. 








The photographs above show two lots of chicks 


at the age of six weeks. Both lots were raised 


under similar conditions except that lot A was 


grown under ordinary window glass and lot B 


under Lustraglass. This is positive biological 


proof that sunlight through Lustraglass prevents 














rickets. « Here is a big new market — 
for Lustraglass. Farmers everywhere AIS ; 
u 
want a permanent, durable ultra-violet eee 
ray glass for poultry houses, brooders | SMERISAN 
and every building about the farm. Look for 
this label on 
Lustraglass costs them no more than every light of 
ordinary window glass. saiiiaaiens 
National 
Advertising 





in Country Gentleman, 
Poultry Tribune and Suc- 
cessful Farming is telling 
over 3,000,000 farmers 
and poultry raisers about 
Lustraglass. * Send for 
Booklet P332, a report of 
scientific tests on raising 
chicks under glass. 


AMERICAN WINDOW GLASS CO. 


Also makers of Lustrawhite Picture Glass, Armor-Lite Safety and Bullet- 
Proof Glass, Tintaglass, Photograghic Dry Plate Glass, 4,4” and 72” Crys- 
tal Sheet Glass, Ground Glass, Chipped Glass and Bulb Edge Glass. 


PITTSBURGH - PENNSYLVANIA 
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: National Expanding 
: Anchor, Dirt Set, End 


and Comer Posts 
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AMERICAN STEEL & WIRE COMPANY 


41 : 
NPNMTON NIM “Re 22y for Fence— 
» x 4i 
in 20 Minutes Flat 
EXPAN ) NG ANCHOR Customers are always surprised when they leorn how speedy and 
easy it is to erect Notional Expanding Anchor Dirt-Set End and 
Corner Posts. No laborious digging—no cement to buy. Fence 
can be stretched immediately. And never a worry about strength 
—the anchor plates hold. 
An investment in good fence deserves good End and Corner Posts. 
Make it a double sale—show these superior end and corner posts 
to your trade. 


1831 
AMERICAN STEEL & WIRE COMPANY 


Empire State ~~" New York 


208 South La Salle Street, Chicago SUBSIDIARY OF unrren IQS stares STEEL CORPORATION ’ : 
94 Grove Street, Worcester AND ALL PRCPAL COTES First National Bank Bldg., Baltimore 
Pacific Coast Distributors: Columbia Steel Company, Russ Building, Sen Francisco Export Distributors: United States Steel Products Company, New York 
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DEALERS... 


NEVER BEFORE IN HISTORY HAVE 


PEOPLE NEEDED PAINT 


AS MUCH AS THEY DO TODAY! 
VALENTINE OFFERS 8 SPECIFIC SERVICES TO HELP YOU GET THIS BUSINESS 


If every surface that needs painting were to be refinished, it would take 
every paint and varnish factory two years, working 24 hours a day, to 
supply the demand. The Opportunity exists. Valentine has decided it's 
time to quit waiting for business ... and instead to go out and get business. 
That is why they announce the biggest sales-promotion drive in their history. 
Here are the 8 specific Valentine services for Valentine Dealers: 


] National window and _ store-display 5 Co-operative educational store-sales- 
service. men service. 


Store-personalized window demon- B Specialized house-paint campaign. 


2 stration service. 
oe : 7 House-painter and architect demon- 
a Local consumer advertising service stration meetings. 


(Direct-mail, Radio, Newspapers). 
4 “The Valentine Associated Dealers”— 


Direct-consumer solicitation service. : 
Co-operative and mutual. 


We've waited long enough. Three out of every four people are still 
employed. The market and the money are there. Let's get our share 
by going after it. Never have we been able to offer better value 
for less money. Your Valspar Salesman will give you full details. 


VALENTINE & COMPANY, 386 Fourth Avenue, New York City 


MAKERS OF 


VALSPAR 


FINISHES 
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OES it pay to get behind Pyrex 
Ovenware with vigorous mer- 
chandising? Listen to this: 


‘In one month, we turned our stock 
more than 16 times. ..’’ say Sanborn 
& Damon, progressive hardware dealers 
of Quincy, Mass. 

**We now look upon Pyrex Ovenware 
as a real staple . . . since you have re- 
duced the price, it has become the most 
popular of all our kitchen utensils,” 
they add. 


ThisenthusiasmofSanborn& Damon 
for Pyrex Ovenware at its new low 


7 


ask SANBORN & Damon / 


prices is shared by hundreds of de- 
partment store buyers and hard- 
ware store owners everywhere. Many 
of them trebled their Pyrex Oven- 
ware sales almost overnight . .. then 
trebled them again. All of them are 
now selling more Pyrex Ovenware 
in a few months than they formerly 
did in a year. 


Push Pyrex Ovenware 


It is significant that the stores reporting 
the best sales records of Pyrex Ovenware 
are those that give this famous ovenware 


their active merchandising support. They 
find it pays to advertise Pyrex Ovenware 
in the local newspapers . . . to notify their 
patrons by mail . . . and to keep Pyrex 
Ovenware on prominent display. 

Years of consistent national advertis- 
ing ... the actual experience of millions 
of people with this distinctive ware... 
have given Pyrex Ovenware first place in 
your customers’ minds. 

The demand is there. Localize it in 
your store with your own advertising 
and with prominent display. Be sure to 
tell your customers about the new low 
prices. You'll be repaid in extra profits. 


PYREX OVENWARE 


“‘Pyrex’’ is the registered trade-mark of Corning Glass Works and indicates their brand of resistant glass. 


CORNING GLASS WORKS + CORNING, 


NEW YORK 
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TO 
OUR NEW 
PRESIDENT 


Keystone 


UR INDUSTRY SALUTES YOU, PRESIDENT ,FRANKLIN D. 
() ROOSEVELT. You have Augean stables to clean. May you have 

the strength of Hercules with which to do the job. We are grateful 
for the providential sparing of your life from an assassin’s bullet. May 
you be spared to plow the full furrow to which you have set your hand. 
No great people in time of dire distress has been denied its man of destiny. 
As. Lincoln, drawing power from above, was inspired to heal the wounds 
of his divided country, so may you, Mr. President, be given the divine 
guidance needed to rebuild the hopes of a sorely distressed nation. May 
you go forward boldly and unafraid, answerable only to your God and 
your Country, aided by the prayers and the support of a united people. 
And may you lead us back to the narrow road of humbleness, probity and 
hope, which alone will lead us to moral and material progress. 
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by KENNETH A. HEALE 


HAT to use as a medium of 

exchange has long been a 

problem among the people 
of the civilized world. And it al- 
ways will be. Today that problem 
is particularly acute, with the na- 
tionwide bank holiday which fol- 
lowed closely on the heels of state- 
wide bank holidays in most of the 
forty-eight states. 

There are numerous ways of issu- 
ing and utilizing issues of scrip. The 
use of scrip has been tried in many 
periods of stress, whether they were 
of local or national importance. AI- 
though the national government has 
never issued scrip it has given its 
approval to the issuance of clearing 
house certificates, coincident with our 
national bank holiday. 


Hawarden, Iowa 


Recently the “Hawarden dollar” 
made its appearance in Hawarden. 
Iowa, to take care of those without 
funds. Originally issued to pay un- 
employed men doing repair work on 
city roads, it is automatically retir- 
ing, being redeemable for one Ameri- 
can dollar, after it has been used for 
thirty-six transactions. Each user af- 
fixes one of the city issued stamps on 
the back of the “dollar,” cancelling 
the stamp by initialing and dating it. 
The extra eight cents collected 
through the use of a “Hawarden dol- 
lar” pays for the cost of printing the 


Scrip is 


as The Way Out? 


Brief reports about the use of 
scrip in various sections of U.S. A. 


stamps and scrip. A clearing house 
is not needed for this scrip because 
the issue of “Hawarden dollars” was 
relatively small. The city accepts 
scrip for payment of debts to the 
municipal light and power plant. 


Evanston, Ill. 


The Evanston Independent Retail 
Merchants Association, or EIRMA, 
entered into a trust agreement with 
the city of Evanston whereby one of 
the local banks received five thou- 
sand “Eirma dollar bills” which were 
placed on sale at one dollar each for 
purchase by merchants, professional 
men, city officials, etc. Under this 
plan, money received from the sale 
of the bills was deposited in a vault 
of one of the local banks. Those 
purchasing their requirements of 
trade discount stamps from Eirma 
affix one of these two cent stamps on 
the back of each “dollar,” cancel the 
stamp and then put the “dollar” back 
in circulation. When the fiftieth user 
affixes and properly cancels his 
stamp he may redeem the scrip for 
one dollar in legal tender. Peter N. 
Jans, executive secretary, EIRMA, 
has copyrighted for the association a 
national self - liquidating certificate 
plan. 

Money received from the sale of 
the stamps is being invested in City 
of Evanston Tax Anticipation War- 
rants, which are placed in trust in 


an Evanston bank. They can be dis- 
posed of or offered for redemption 
only upon resolution of the board of 
directors of the EIRMA. According 
to the plan the warrants or the pro- 
ceeds from their sale or redemption 
will be distributed to each merchant. 
realtor, doctor or business institution 
in direct proportion to their pur- 
chase of trade discount stamps as of 
the date of issue without interest. 
The stamps were issued in books of 
one hundred, costing $2.00 per book. 


Oklahoma City, Okla. 
The Self-Help Exchange has is- 


sued scrip in denominations from 
five cents to one dollar to facilitate 
the employment of unemployed or 
temporarily unemployed men and 
women. Of the work of this ex- 
change, Russell Campbell, acting 
secretary of the exchange says, “We 
have a commodious well equipped 
store building where we purchase 
with this scrip anything which is 
useful, and resell the same for scrip 
only. We have some three hundred 
registered who are ready to do any 
kind of work desired in return for 
scrip. This list includes auditors. 
barbers, book-keepers, brick masons. 
carpenters, cooks, engineers, tinners. 
teamsters, pipe-fitters, printers, paint- 
ers, etc.—some forty different trades 
and professions being represented in 
the list, so that those who have the 


not a new plan—it has been and is being used) su 
ing out frozen business, discouraging hoarding and, in 
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Example of certificates 
being used in place of 
currency in Oklahoma, 


and Nyack, N. Y. Reverse sides of these 
certificates explain their use and purpose. 
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The upper certificate has been suggested for ne 


use in Portland, Ore. 


scrip can secure any kind of service 
desired.” 


Portland, Ore. 


Western Industrial Pioneers, Inc.. 
1531 67 St. S. E., Portland, Ore.. 
recently put before the county com- 
missioners and the city commis- 
sioners the suggestion that delinquent 
tax lists be put up as security for the 
issuance of  self-liquidating scrip 
against it. The group in suggesting 
the plan asks that it be made accept- 
able for all kinds of merchandise as 
well as for taxes. John E. Springer. 
executive secretary, Western In- 
dustrial Pioneers, Inc., says of the 
plan, “The value of the properties 
listed under the delinquent tax list 
is far in excess of the value of the 
delinquent taxes; consequently, it is 
the strongest backing we can get.” 


Yellow Springs, Ohio 


Arthur E. Morgan, president, The 
Midwest Exchange. Inc., explains 
how the hardware business can co- 
operate with that organization. in the 


following words, “In one city a 
manufacturer of aluminum kitchen- 
ware is a member. In another city a 
paint manufacturer, a broom manu- 
facturer and an iron foundry are 
members. The aluminum company 
may buy goods from the Exchange 
and pay in its products. This prod- 
uct can be placed in the stores in 
the cities where other members are 
located. The employees of the manu- 
facturers are given credit in these 
stores, not only for aluminum, but 
for everything in the store. Thus the 
circle is complete and business is 
done which could not otherwise be 
done for no one had money free to 
pay for the needed goods and lack 
of orders caused unemployment and 
lack of purchasing powers.” 

The Midwest Exchange is acting as 
a credit clearing house to enable its 
members to exchange their products 
for other products, largely without 
the use of money. The Yellow 
Springs Exchange, in the same town. 
is a branch of the larger Midwest Ex- 
change. for local operation. It can 
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provide professional services as well 
as merchandise through the barter 
exchange plan. To pay its employees 
and operating expenses the Yellow 
Springs Exchange encourages the use 
of a little cash, wherever possible. 

The Midwest Exchange is a cor- 
poration organized under laws of the 
state of Ohio. There are 100 shares 
of common stock valued at $10 a 
share. The by-laws provide that the 
holders of common stock shall re- 
ceive only 6% annually on the face 
value of the stock. 


Des Plaines, IIl. 


The Merchants Relief Association 
sponsors a clearing house plan en- 
abling depositors of a local bank, 
which has been closed for quite a 
time, to assign 20% of their full 
amount of claim, or their next anti- 
cipated dividend to the secretary of 
the clearing house. Vincent T. 
Connor, secretary of the association 
says of the plan utilizing the divi- 
dend, “This amount was placed in a 
drawing account, from which the de- 
positor can withdraw any amount 
from one cent to the full amount of 


y used successfully in many communities as a means of thaw- 
and, in the present situation, contributing to readjustment 
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his assignment from the thus created 
credit savings account, providing 
himself with the necessities of life 
therefrom by purchasing from co- 
operating merchants and members of 
the clearing house association. 
“This service costs the depositors 
nothing; the entire cost of operation 
being defrayed by cooperating mem- 
bers who discount the paper accepted 
by them. This discount is nominal 
and well within the operating margin 
of all merchants. The net amount 
after discount is then placed to the 
credit of the accepting member and 
is subject to his disbursement through 
prescribed channels, but not subject 
to reassignment by indorsement.” 
Mr. Connor further says, “Our 
records disclose that in fourteen 
months, we have had assigned to the 
clearing house approximately $25,- 
000. Our turnover, due to negoti- 
ability has been from two to five 
times, so that we have actually 
generated between $50,000 and $125.- 
000 in buying power and local sales 
in our community in fourteen 
months, by this method. We believe 
that we have, conservatively, kept 
about one hundred forty people off 
our charity lists, temporarily at least, 
by giving them the use of their dor- 
mant savings when they needed it. 
Our local telephone company and 
city council members have indicated 
that they will, in the near future, have 


yy this issue goes to press 
there is some doubt ex- 
pressed in Washington, D. C., 
and in financial circles gen- 
erally on the probable wide- 
spread use of scrip for money. 
Whether or not scrip becomes 
a general medium of ex- 
change on an intra-state or 
inter-state basis, the 1932- 
1933 use of local scrip in 
many parts of the country is 
a part of our business history. 
It merits this record in the 
annals of retailing and is so 
offered.—The Editors. 





provided a means for the acceptance 
of these assignments in payment of 
indebtedness to these organizations.” 


Nyack, N. Y. 
The Nyack Trading Post, a trade 


and barter exchange, started purely 
as a means of exchange of goods but 
the difficulty of finding even trades 
made necessary the issuance of scrip. 
This is issued for goods on an ap- 
praisal value. Unemployed men are 
now canvassing the town for possible 
repair jobs that may be done. The 
men are paid in scrip which the 
house owner obtains in exchange for 
merchandise, which has been turned 
over to the “trading post.” Later it 
is hoped that unemployed men, may 
be put to work on farm land near 


Nyack to raise crops that can be put 
down for next winter. 
Dayton, Ohio 

The city is investigating the pos- 
sibilities of the issuance of scrip in 
connection with its barter exchange 
activities. In New York City several 
local units are being operated by the 
Emergency Exchange Association, 52 
Vanderbilt Ave., New York City, us- 
ing scrip as a medium of exchange. 
This association is also operating in 
other areas. The scrip is exchange- 
able for merchandise at several local 
stores near the various branches. The 
Minneapolis Organized Unemployed, 
Minneapolis, Minn., operates a barter 
exchange plan, using scrip money in 
denominations of 5c., 10c. and 50c. 
as well as in $1, $5 and $10, each bill 
being hand signed, copyrighted and 
stamped with the seal of the organi- 
zation. 

Although these different plans 
vary in many details they provide 
food, clothing and other necessities 
as well as employment to men and 
women who might otherwise be on 
charity lists. Those using scrip as a 
medium of exchange have a vigorous 
answer to the question, “What will 
we use for money?” The exchanges 
issuing scrip seem to have a more 
flexible answer to the problem of 
providing food and other necessities 
than the ones operated on a pure 
barter basis. 











DEMAND Credentials 


F AKE SUBSCRIPTION SOLICITORS are a problem to every leading 

publication. Well known publications, because of their leadership, 
are usually chosen by these crooks in plying their trade. Instances have 
been brought to our attention recently where two retail hardware mer- 
chants were victimized by unauthorized subscription agents, claiming 
to represent HARDWARE AGE. 


Our men carry unmistakable credentials and are ready to show them on demand. 
Do not pay any money to a subscription man unless he can produce credentials. 
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By Frank H. Spink, Secretary, Bunting Hardware Co., Kansas 
City, Mo., Which Sold 100 Jig-Saws Since Jan: Ist, 1933. 


F course people have money! 
() That is, many of them have, 

else how could we sell one 
hundred jig-saws or scroll saws at 
$19.50 each and all since the first of 
the year 1933? 

And that’s only half the story. 
The sale of these jig-saws has stim- 
ulated the tool trade. And in addi- 
tion we got rid of more than fifty 
second hand motors at $4.95 apiece. 
We had taken these motors out of 
second hand washers, taken in trade, 
and the jig-saw popularity that is 
sweeping over the country like a 
prairie fire has made such a demand 
for these jig-saws that it has helped 
us come out fine on the washer busi- 
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ness. Washers are taken in at five 
dollars, or just what we think the 
motor is worth. And one of these 
second hand motors handles a jig- 
saw in great shape. 


Saw Sales Increase 


Last year we sold 95 of the jig- 
saws during the year. However, 
those sales were, many of them, com- 
plete workshop outfits. But this 
year people in surprising numbers; 
professional men, unemployed men 
in various trades, and even in stores, 
bought jig-saws. The stores sold the 
jig-saw puzzles and they wanted a 


saw to demonstrate how jig-saw puz- 


zles could be made. This saw they 


put in the window and it drew a 
crowd. : 

Professional men, lawyers, doctors 
and ministers found a greater pro- 
portion of idle time on their hands 
due to the depression so they had 
time for study and wanted something 
to amuse themselves. Some had 
complete home workshop sets, but 
the most of them didn’t, so they 
bought jig-saws at $19.50 and got 
busy making puzzles and other ar- 
ticles of wood. Frequently our cus- 
tomers bring in pieces they have 
sawed out. They are proud of their 
work and often exhibit it here in the 
store. One man told me he orig- 
inally spent $40 for a jig-saw and 
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other tools. He became so interested 
in his home workshop activities that 
he gave up his golf entirely. In a 
short time he had gone to his hard- 
ware dealer and added a tool here 
and a tool there until he had spent 
upward of $600 for tools. 

I would say the big run we have 
had on jig-saws is due in part to the 
depression. Skilled men have been 
idle and they have looked about for 
a means of making a living. They 
invested $19.50 in a jig-saw and 
went to making jig-saw puzzles with 
which to supply the demand through 
the stores. They also make wooden 
letters and sell them to the business 
houses for advertising purposes. 
When placed in a store window so 
as to spell out some kind of an ad- 
vertisement these letters make a very 
catchy sign. 


Buntings Make Jig-Saw 
Puzzles in the Store 


Here in the store, we make jig-saw 
puzzles for people. But we charge 
a penny a piece. ‘That is, if the pic- 
ture is to be cut into one hundred 
pieces (and that’s all a jig-saw puz- 
zle is, just a picture cut in pieces) we 
charge one dollar. That includes the 
whole operation. The picture is 
mounted on a piece of basswood with 
glue and then picture and board are 
sawed in one hundred, two hundred, 
or three hundred pieces of different 
shapes and sizes. If we make a 
puzzle for a customer that has three 
hundred pieces we charge $3. Of 
course, the average customer likes to 
make his own, and we try to sell him 
the machinery and materials for his 
own work. It is a good plan to have 
slabs of basswood one-eighth inch 
thick. It costs us 8 cents a square 
foot and we sell it for 15 cents a 
square foot. 


At This Rate We'll Sell 
1000 Saws 


If the jig-saw business keeps up all 
the year as well as it has started out 
in 1933, we will have sold a thou- 
sand or more at the end of the year. 
While the jig-saw puzzle business is 
a depression feature, the tool busi- 
ness is getting a permanent stimulus 
out of it. These home workshop 
tools are practical. One of these 
jig-saws will saw out pieces of hard 


- wood two inches thick. They are 


practical for scroll work and are 
even capable of heavy duty. Wooden 
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letters for advertising purposes al- 
ways have been more or less pop- 
ular. They are more so now that 
we have many people with the means 
of making them. 

Other items sold in connection 
with these jig-saws are glue, bass- 
wood, belts, pulleys and numerous 
extra blades for the saws. We re- 
cently ordered 60 gross of these 
blades and had back orders for all of 
them when they arrived. So great 
has the demand been for these jig- 
saw blades in recent weeks and 
months that the price has advanced 
20 per cent or more. 

When the jig-saw demand got 
going we hooked up with it by news- 
paper advertising. With our ad- 
vertisement in the paper where it 
could be seen, every bit of free news 
or propaganda about jig-saw puz- 
zles was a boost for our business. 

Then we put in a wiridow trim 
showing the various ways of using 
the jig-saw as a part of the regular 
home workshop line. This demon- 
stration always attracts an interested 
crowd in front of the store. The 
handling of these jig-saws, drill 
presses, circular saws, lathes, and 
other items that go to make up the 


complete home workshop requires a 
catalog of extensive proportions. 
And the window demonstration tends 
to added sales for additional tools 
and gadgets that the customers may 
not have in their shops. 

It is surprising how strong a hold 
the jig-saw has on people. My own 
little girl, who was unable to accom- 
pany her mother down town was 
asked what she wanted her mother 
to bring her. Would it be a doll, 
some candy, or what? “Mother, bring 
me another jig-saw puzzle,” replied 
Marjorie Sue. And that’s true with 
the rest of them. 

We have a man, Thomas B. Witt, 
in charge of the jig-saw business. 
His job is to handle the tool depart- 
ment. But recently this jig-saw af- 
fair takes virtually all his time. 

We have been pushing the home 
workshop idea now for about two 
years and it really has been a stim- 
ulator to our tool business. it has 
been an advertising feature and 
brought us quite a lot of new cus- 
tomers. This run we have had on 
jig-saws just proves there is always 
money to be had if we get the right 
goods, right methods and right cir- 
cumstances together. 





Jig-Saw Puzzle Boosts Production 
In Many Lines 


Machines, Motors, Materials such as Plywood, Glue, Picture Prints, 


etc., in Strong Demand. 


HE jig-saw puzzle is increasing its 

great popularity. Reorders for 
home puzzle making materials and 
equipment, as well as for manufactured 
puzzles are steadily increasing. Within 
the past few weeks reports from the 
West indicate that the puzzle vogue 
will soon enjoy the popularity there 
that it has had in the East for some 
time. In the March 2 issue of Harp 
waRE AGE, p. 34, effective methods that 
hardware merchants can use to capital- 
ize on the public’s latest pastime are 
pointed out, and the growth of the 
movement is briefly described. Further 
evidence of the far-reaching business 
creating effects of the puzzles is fur- 
nished by the recent comments of sev- 
eral of the largest manufacturers of 
jig-saw puzzle materials and tools. 

W. B. Turner, vice-president, Walker- 
Turner Co., Plainfield, N. J., manufac- 
turers of “Driver” power tools, reports 
that thousands of men in all parts of 
the country, many of whom were former 


Saw Blades at Premium. 


“white collar” workers, are ‘setting up 
profitable businesses of their own in 
making jig-saw puzzles. 

Lawrence Ottinger, president, United 
States Plywood Co., New York, N. Y., 
states that “new business created solely 
by the interest in jig-saw puzzles is 
responsible for the sales of two to three 
million square feet of plywood per month 
for the past two or three months.” 

In like proportions the sales of glue, 
saws, saw blades, picture prints and 
related items have also increased. W. F. 
Leicester, manager, The Casein Mfg. 
Co. of America, Inc., New York, N. Y.., 
says that at the present rate the volume 
of special adhesives for jig-saw puzzles 
will double that of last year. 

Such a large demand has developed 
for “skip-tooth” blades, which are fav- 
ored by many puzzle makers who turn 
out their puzzles on electric jig-saws, 
that the blades are selling at premium 
prices and are said to be difficult to 
obtain in some market centers. 
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URDENED with problems 
B greater than those resting on 

any other individual, Frank- 
lin D. Roosevelt has entered the 
White House with the overwhelming 
support of a nation which is looking 
eagerly to him in the hope that he 
will be able to remedy or at least 
alleviate its numerous and serious 
ills. The third Democratic President 
since the civil war, Mr. Roosevelt has 
a large majority of his party in both 
branches of Congress. 

The banking crisis is the most im- 
mediately acute problem before the 
country and may be expected to 
bring a rush of legislation. The situa- 
tion promises to bring permanent 
legislation for a unified national 
banking system, a unit of which is 
represented by the bill of Senator 
Glass of Virginia, which passed the 
Senate at the recent session but failed 
of action in the house. 


To Push Ahead 


It is the purpose of Mr. Roosevelt 
to push vigorously with the large 
program before him, beginning with 
the special session. His primary 
purpose will be to restore confidence 
to the country so that business can 
move forward, and _ purchasing 
power built up by means of return- 
ing the army of unemployed to work. 

Internationally the big items in 
the Roosevelt program look to an 
early settlement of the war debts, 
some think on a lump basis sharply 
scaled; proposed reciprocal tariffs, a 
plan that faces heavy obstacles, and 
efforts at world stabilization of cur- 
rency with the hope to return the 
gold standard to countries off that 
standard, which plainly is not an 
early probability. 

It is clear from what has already 
been said or proposed that the fore- 
going is in the program. On the 
domestic program also there have 
been indications as to what may be 
expected. 
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by Our Washington Representative 
L. W. MOFFETT 


Matters that appear to be in the 
cards for early action, include taxa- 
tion, efforts to balance the budget 
and to sharply pare down govern- 
mental expenditures, the latter to be 
done partially through reorganizing 
departments and bureaus; currency 
legislation and farm legislation. 
Tariff reduction, except on agricul- 
tural products, is looked for later 
and of course will encounter vigor- 
ous opposition. The question also 
is involved with proposed reciprocal 
tariffs. 

Coordination of transportation is 
a phase of the public utility program 
that looks to be helpful, though 
probable extended governmental con- 
trol or actual government ownership 
of such utilities as power companies 
has caused a great deal of concern in 
some quarters. Farm legislation evi- 
dently will be broad. It is expected 
to cover such matters as price and 
mortgage relief, government pur- 


Deal 


chase or lease of marginal acreage. 
to be removed from competition 
with agriculture; reforestation, etc. 
Loosening of anti-trust laws to per- 
mit closer cooperation with business 
is said to be in contemplation. At 
the same time it apparently will also 
mean further government  super- 
vision and will grant to labor a 
broad immunity. Prohibition repeal 
has passed Congress and now is up 
to the states. Its progress will un- 
doubtedly be watched with active 
interest by the Roosevelt administra- 
tion but without any interference 
with the rights of the states to de- 
termine the issue. 

Extension of federal control over 
public utilities, with possibly actual 
governmental ownership in some in- 
stances, such as Muscle Shoals, 
loosening of the anti-trust laws, with 
concessions to labor apparently are 
subjects that Roosevelt and his cab- 
inet have ahead of them. 

On taxation, it is apparently the 
idea of Mr. Roosevelt to urge in- 
crease in rates in the normal 
brackets, cut exemptions and con- 
tinue a number of excise taxes. He 
has been reported in the past as op- 
posed to a general manufacturers’ 
sales tax. Hence a general sales tax 
is considered to be out of the 
reckoning. 





both associations.” 





May Postpone Joint Memphis Convention 


Charles F. Rockwell, secretary, American Hardware 
Manufacturers Association, 342 Madison Ave., New York 
City, N. Y., issued the following statement to Hardware 
Age: “Owing to present and prospective banking condi- 
tions and the proximity of the convention dates, April 3 
to April 6, conferences are in progress between officials 
of the Southern Hardware Jobbers Association and the 
American Hardware Manufacturers Association relative to 
the advisability of postponing the Memphis Convention to 
a later date. A decision is expected to be made immedi- 
ately and will be bulletined at once from the offices of 























Montgomery & Crawford, Spartanburg, 8. C. 


Spring in the Windows 
Puts Snap in Sales 


LEAN, snappy window dis- 
plays are imperative at the 
springtime of the year. People 

are thinking in terms of freshness 
and cleanliness. Housewives are 
brushing up the home, men are rak- 
ing up the yards and getting lawns 
and gardens in shape again. Some- 


thing in the air breathes newness, a 
clean break with winter and a new 
start for spring. 

Polish up the plate glass till it 
seems to disappear entirely, paint the 
inside of the window afresh, have a 
new set of HARDWARE AGE inter- 
changeable window display fixtures 
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ready to set in and build a bright 
and cheerful display upon. The 
sheet of instructions that makes it 
easy to build these fixtures is yours 
for the asking. Simply address the 
window display editor. Incidentally 
if you can give the store front and 
the store sign a new coat of paint, 
it will be one more incentive to your 
customers to do likewise. A_hard- 
ware store that uses paint freely and 
frequently will be a constant re- 
minder and encouragement to your 
customers. With this start made we 
are in a fair way to putting in a 
window display that will start the 
cash register playing “Happy Days 
Are Here Again.” 

The Easter window, used by 
Francis Bros., of Reading, Mass., is 
of course, a toy display but it is 
readily adaptable to the display of 
other merchandise, using the step 
idea, as the photo shows, the bunnies 
and doll with the ribbons leading to 
them. The steps would provide an 
excellent dispiay space for almost 
any item of hardware of small bulk. 


The chart for drawing the 

background piece for _ this 

window will be .osund on 
page 79 of this issue. 
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In the HarpwareE AGE interchange- 
able fixtures are several units that 
would form the foundation for these 
steps, which are covered with crepe 
paper or other material, as best suits 
the window trimmer’s convenience. 
(Artificial grass is used in the fore- 
ground. 


Your Farm Trade 


The window at the top of the op- 
posite page makes a great appeal to 
the farm trade. Those dealing in farm 
implements will find no difficulty in 
adapting this display to their own 
purposes. In any community where 
the farm trade is a considerable factor 
the hardware merchant should make 
it a regular practice to feature, in his 
windows, something of interest to the 
farmers. It has been a profitable 
practice in some sections and others 
might adopt it to their advantage. 
Farmers are sensitive to a supposed 
(on their part) division between town 
and country. Everything you can do 
to wipe out that imaginary boundary 
line is advised. Cooperation of other 
merchants in this should be sought. 
[f all merchants in town, on a spe- 
cial occasion would install windows 
that would appeal to the farm trade 
it would be popular with them. It 
is better to interest them without 
giving them the impression that you 
are merely after their trade. The 
window reproduced is one that will 
really interest them in the right way. 


Tools can be brought into activity 
by displays that create a desire to 
use them. Model boats and hobbies 
of like nature have done it for other 
hardware merchants. Nearly every 
hardware merchant is located some- 
where within reasonable reach of a 
small pond or lake where these boats 
can be sailed. It is by no means a 
boy’s game exclusively. Many men 
build and sail model boats and it is 
a matter of craftsmanship to build 
a successful model yacht. Regattas 
are held in some places and keen 
rivalry between builders results in 
community interest in the races that 
is second to no other. Here is a 
window that can be used as shown 
here, If backed up by the right sort 

(Continued on page 79) 
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NATIONAL CARBON CO., Inc. 

Dept. HA-33 

30 E. 42nd St., New York City 
Please ship through my jobber: 
3 of the new two-cell Eveready 


Wallites No. 4757. 


(Optional) 

I believe that the Wallite is a fast seller — and that I will 
need more than the three necessary to receive the free 
counter-demonstrator. Therefore, also please send me 3 
of the No. 4758 (three-cell model) Eveready Wallites. 
Check here (J if you want the 3 extra Wallites. 


i 
ail 


Date 








(Signed — Dealer’s Name) 





My jobber is 


(Dealer’s Address) 


Address 





will include | box (48) with your order. 


For your convenience, if you need No. 950 Eveready Unit Cells, check here (_j,. and we 
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$1.32 PROFIT ON THREE SALES ... PLUS BATTERY PROFIT! 


Here’s how your costs and profits line up on 
three of the No. 4757 Eveready Wallites: 


You pay 
3 of No. 4757 (2 cell) at8le . . . . . «© $2.43 
You receive 
3 of No. 4787 (2 cell) at $1.25 .....- $3.75 
Your profit. . . . $1.32 


_And here’s what the No. 4758 does for you in 


the way of profits—if you should order them: 


You pay 
3 of No? 4758 (3 cell) at $1.14 . . . . . $3.42 
You receive 
3 of Na. 4758 (3 cell) at $1.75 . . « « « & 
wear peemt. 1. 1 « @ 


2 
8: 


aw 
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(Above prices exclusive of batteries) 


$1.32 profit on three sales—averages more than 40 cents a sale! 


Whether you are in the city or country, your 
customers need Wallites! There never was a 
house or apartment built that had all the lights 
it required. Some corner or closet is always 
overlooked. That’s the place for a Wallite! 

No wiring—no installation. The Wallite 
hangs on a nail, or screws into place. Power 
is supplied by Eveready Flashlight Batteries 
that fit inside each light, out of sight. 
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Could there be an easier, more economical 
way to install extra electric lights? No—and 
your customers will know it, when you explain 
the Wallite. The explanation of the Wallite is 
the job of the counter-demonstrator shown on 
the opposite page. Mail the coupon today. 
Use the demonstrator. And watch the Wallites 
sell—at a profit to you that averages more 
than 40 cents a sale! 
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WALLITE | 


- BATTERY POWERED 


Wallite No. 4757. Operates 
on 2 Eveready Flashlight 
Batteries. An improvement 
in design, operation, and 
brilliance over the original 
two-cell Wallite. No. 4757 
is twice as bright! 














Wallite No. 4758. Operates 
on 3 Eveready Flashlight 


Batteries. Four times as . 


bright as the original 
Wallite. Automatic time- 
switch shuts the light off, 
after a fixed period of 
illumination. No danger 
of wasting battery-current. 
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Curiosity killed the cat . . .- but it certainly makes 
sales. When a customer pulls the Wallite chain on 
this counter-display he is instantly fascinated. The 
Wallite really explains itself. Any one can see how 
useful, practical, and necessary it is. 

This counter-demonsirator is 14” wide by 21” 
high. The shape of an actual clothes-closet, it holds 
an actual Wallite. Made of durable 100-point card- 
board —realistically lithographed in six colors. 

Here is one of the most interesting and valuable 
sales-emaking displays that we have ever offered. 
Mail the order-coupon and receive yours free! 


NATIONAL CARBON COMPANY, INC. 


General Offices: New York, N. Y. 
Branches: Chicago New York 


Unit of Union Carbide WCE and Carbon Corporation 


San Francisco 
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Xs) Baseball |All Steel Coaster 
Oiled horsehide, full 85c Heavy rolled rim body, 


10” rubber tired wheels 
—roller bearings. 


Suede Leather 








leather lined 









wn w| BASEBALL CAPS 


ously soft, perfectly 
s | Made of heavy blue 
wsiniy ‘a unig flannel ~ e 29c 
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“a9 7 STROKE SAVER 
| ey = .=-| POLO SHIRTS | aammn m 
chute Pormerty sid 1 Wool jersey cloth, formerly mahogany COlOr .....csccepssecesene sees 


$09 $5.00 sold at $3.00 $1.00 


SHOP AT BARRETTS-- 
2 cry lS de PARING | JOLIET DAY 


er. A serviceable bag com- KNIFE 
+139 





SPECIAL 
GOLF SETS 





letes the 
oa , $5.95 Stainless steel, mirror finish, 
green enameled handle. 


One to a customer .. 





Bee Line Set—3 chromium 








plated irons and Bee Line Bala 

driver. All steel shafts. aie” ale sat ENAMEL DISH PAN —_ an anos 
rt 1. ¥ 
mide hag... $0.99 oa on 








Be (sohe curs 


R\ Beautiful 3 coat Crystal White Soap Chips. 


3 Mitro Aluminum 


















= Covered Pans SN ~ oon 5 14 | Joliet Day... ..+.- 6 Ibe. for 
| 9 Wy Si9s Introductory Offer 


You can always use more 
and this is an ideal oppor- r — 15 Piece Set 


tunity to get them. $ 5 
3.9 





FREE GIFT osetamamel 
for Ladies aang — gy Fy 3 


Ladies visiting Barret:s basement Joliet Day will be 
presented with a mets! bird flower marker with card 
holder, for marking flower locations. 


GARDEN HOSE b ee 5.8 ironing Board 


11.56 100 
v Lk $279 wee Pad and Cover Set 
50 fi. lengths—each . 2 79 Ever blogmting hardy Padding made of burn proof ma- 
varieties 29 terial. Muslin cover fits ee 


LAWN SEED HOUSE BROOM|| °°": 
Read the formula 1 . 35¢ While They Last 


on each package 


of lawn Seed. In 5 _ $1.50 


sist on at least 


40% blue grass. 25 >. $6.95 


‘Kyanize’ Home Decorating 


cant cemnnenn sane Demonstration 



































Straight corn ..... 

Do not confuse «this with 
the brooms usually sold at 
this price. 




















Lawn Trellis 
Si ale ) 





Free this Week Only 
wb ealy ene quert of ny KYANISE Painted White 
FINISH, your choiee of these decorating ac- Pe a“ 
cessories: wide, mig! soe 
One full-size sheet of Kyanise Decal Trans. 34” wide, 96” high...... $1.19 
fers 6 high fan ‘ 


One large Roldart stencil for floors or walls 
One smaller Roldart steneil for furniture 

One Roldart felt roller for use with stencils 
Also with every purchase of any amount, 


KLEENOL KLEENER 

Cleans painted sur- 

faces, rugs - —_ 
size 




















































the pew 24-page book, ‘ “Home Color Style” | TEE ©. 01 <ine .,., = 

CELOID FINIGH Paint Department, Main Floor i 0c 

Open Wednesday Ff a | 

Evening Till 9 P. M. Evening Til 9 P. M. 

="?:|IBARRETTS 2 "% 
No. 120-127 ...... ee Wall nape 
No, 116 .....-00° 
No. 124-130-468: . ~r Also cleans fl felt De 
i WU <casdionsd 46c ea.| 113-117 NORTH OTTAWA ST. PHONE 4341] window shades. 

The original of this ad was 21% inches by five osm, a dominat 


spa th ere, captions, prices Va main a 4 
ities ane comiwasted with the @ escriptive matter. 





Retail 
Hardware 
Store 
Ads 


Third of a series 
of articles dealing 
with advertising lay- 
out and typography 


by J. A. WARREN 
Associate Editor, Hardware Age 


ERE is no need to be fright- 
ened about the preparation of 
advertising copy. The ideal to 

strive for is copy that convinces 
people that you mean just what you 
say and that your store stands for 
value. If you use circus methods 
and employ a large number of ex- 
travagant words and statements, it 
will be difficult to ever convince the 
public that what you say is true. You 
are apt to come to the conclusion that 
“advertising doesn’t pay.” Avoid such 
phrases as “The greatest bargain 
event evér known” which we saw re- 
cently on a broadside that shrieked 
extravagant words. Here are a few 
of them: “Stupendous,” “amazing,” 
“astounding,” “marvelous,” etc. No 
intelligent person is likely to take 
such copy seriously. 

Make your copy as snappy and 
bright as you can, but let it be truth- 
ful. One of the most successful ad- 
vertising men in the department store 
field recently advertised that an offer- 
ing of shoes was not the latest thing 
in style, but they were serviceable, 
good looking and certainly good 
value. This advertiser built up a 
strong confidence among consumers. 
His copy is often humorous but it 
sticks to frankness and thereby gets 
across. 

It is a good plan to write a short 
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“editorial” in each ad, consisting of 
50 or 60 words, telling why your 
merchandise is good value for the 
money, how you find out what is best 
for the money, explaining the reason 
for high, low and medium price 
ranges on certain lines, etc. Such 
customer education makes for easier 
selling and a better appreciation of 
values. 

We have frequently pointed out, 
when discussing price tickets, that 
value creating phrases and descrip- 
tions are best for selling. This goes 
for your advertising copy also. Get 
a strong attention compelling line for 
your main head, twenty-five to fifty 
words of straight, reasonable and be- 
lieveable introduction to go under 
the main head, and then proceed to 
the preparation of your descriptive 
matter for the various items being 
offered. Pack in all the useful in- 
formation about the item that you 
think will cause the customer to want 
the article. That will sell more goods 
than a large amount of fancy, flowery 
language that does not convince. 
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we're seeing so much of these days. 











RELISH DISH each 60¢ 
CELERY DISH each 85¢ 
BUTTER DISH each 75¢ 
CUPS and SAUCERS. pair 50c 


tir” BARRETTS 


This ad, two columns by 9 inches, 

ests the tie up between fash- 

fonable headgear and smart glass- 

ware. It can be depended upon to 

atttract any woman who pi up 
a newspaper. 
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Each item has some feature about 
which you can write a dozen or so 
words that will present the item in 
its best light. Find that feature and 
talk about it, just as you would talk 
to your customer in the store. 

No advertising can hope to get all 
the available business of the town or 
shopping center. People, especially 
women, will shop around. They will 
buy where they think they are getting 
the best value. That’s natural. So it 
is up to the advertiser to get some- 
thing into his ads that will attract 
the greatest number to the store, and 
it is better if that attraction has an 
appeal that means a possible pur- 
chase than if it is merely a stunt or 
entertainment appeal. Items that 
have a strong seasonal appeal will 
often turn the trick, if the value is 
good; but Charles Crawford, of Bar- 
retts, Joliet, Ill., has hit upon a good 
idea in the ad (lower left) which 
shows a smart and fashionable hat 
upon an attractive feminine head. 
Every woman is interested in the new 
styles and this ad ties up the thoughts 
of smart millinery and smart glass- 
ware for the home. This is a thought 
worth development. 

It is generally conceded that women 
are more easily sold extra items than 
men are. The latter usually have a 
definite purchase in mind and are 
harder to interest in other articles. 
Besides the method of displaying re- 
lated items in proximity to each 
other, there are other ways of pro- 
ducing extra sales and thereby re- 
ducing the cost of advertising per 
sale. Combination of items in your 
ads will interest women shoppers. 
These combinations may be related 
in some cases and in others unre- 
lated. There is a reason for having 
both kinds of combinations. Some 
customers’ needs are determined by 
some kind of work they are about to 
do, such as painting or houseclean- 
ing. In the former case, it is natural 
to offer a brush or two, but few 
women customers know how easy it 
is to make repairs with plastic wood 
and other fillers. There are others 
who do not realize that a delightful 
finishing touch can be applied to a 
paint job by the use of furniture 
transfers or decalcomanias. Some- 
times knowledge of how to use a cer- 
tain equipment will increase the de- 
sire to own it. Putty knives, steel 
wool, etc., can be added to the sales 


slip if the suggestion is made and a 
word of encouragement about its use 
is given. The point to remember is 
that, while these things are known 
to the retail merchant and his sales 
staff, they should be practiced con- 
sistently, just as advertising should 
be done consistently. 

Some customers’ needs are scat- 
tered and this calls for combinations 
of unrelated items. 

Barretts, Joliet, IIl., have been con- 
sistent advertisers and the ads re- 
produced here, greatly reduced, were 
successful pieces of publicity. 
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Don’t Take It “Sitting Down” 
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IRST, we want to explain the 
Pes on this page. It won’t take 

much of an imagination for you 
to see a chart of all industry laid 
down alongside of it. That invisible 
chart, which you know so well, re- 
vealed the pageant of industry as a 
march of wooden soldiers down into 
the depths of despair. We don’t show 
that chart because we want an end to 
that form of regimentation that leads 
to defeat. Our chart starts, not with 
groups or industries, but with indi- 
viduals. There you see them. Little 
fellows at work, building up a new 
line, individually and for themselves. 
When the individual says: “To hell 
with business in the mass or industry 
as such; I am going ahead and build 
something for myself,” then we see 
again the beginning of a new prog- 
ress. When hundreds and thousands 
of individuals do the same thing, 
then we can look at the new charts 
of industry, prepared by statisticians 
and use them again as a measuring 
stick of progress. 

Time for group thinking and 
group talking is over. The fact that 
“the industry” is in a bad way is no 
particular answer to the individual 
who wants to survive. Never forget, 
individuals fight for life. There is 
the struggle for existence—it is the 
strongest of all appeals. No man 
goes out of his way to die for his 
industry, but he will work like the 
devil to live for himself. 

At present the group thought of 
business may be deadly dull, but also 
at present there may be individual 
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possibilities for business concerns— 
encouraging and refreshing and in- 
vigorating. Live minds and bodies 
can initiate action and create busi- 
ness for individual concerns, even 
though the picture of the industry 
may be as black as the ace of spades. 


Build Anew 


Today is as good as any to start 
building anew. Here are the advan- 
tages for the individual: He starts off 
from scratch. At the moment he 
knows as much as any man. In a 
way, he is just as clever, as skillful 
and as prepared. If the entire picture 
is a puzzle to industry, he—as an in- 
dividual—can put one or two pieces 
together and add to it one or two 
more and before he knows it, he sees 
a picture for himself. It may not be 


Those who work with their 
hands and those who work 
with their brains, who are 
in a position to buy, are 
getting more: for their 
money than they have in 
twenty years. There is the 
basis for individual prog- 
ress — no matter what the 
chart of industry may 
show, the individual is 
again the important unit 
upon which to build anew. 





a whole picture, but it is large 
enough for him and his organization 
to make a little money and maybe a 
little profit. 

In the past, the big operators were 
able to stage a better pretense and 
they looked so formidable in point 
of service and competition, that they 
were able to get into the big money 
in a big way. But in a showdown, 
their knowledge, after all, has led to 
no satisfactory outlet or solution. 
Some of the biggest organizations are 
crazy with confusions, for all stand- 
ards of what they thought was impor- 
tant, have been turned upside down. 
As organizations, they are out of pro- 
portion to the job to be done. 

At scratch, there is no sense of 
comparison. The individual who has 
energy and ambition and enthusiasm 
is amazed at his quality with all com- 
petitors lined up for the race. Never 
before in your lifetime was there a 
better chance for a flying start. 


Working on the Up and Up 


That’s the message back of this 
chart that shows you how a few men, 
in an individual business can, with 
the right start make it a better year 
by thinking and working on the up 
and up. 

Things that were bought three 
years ago have begun to wear out. In 
the field of merchandise, the ma- 
jority of people in ’29 had a surplus 
of supplies. In three years they have 
made full use of what they had ac- 
cumulated—suits and shirts and 
shoes have been used and reused. 
It is obvious that there are a lot of 
things that must be replaced. Let us 
say that people are only buying 
what they absolutely have to buy. 
Those who work with their hands and 
those who work with their brains, 
who are in a position to buy, are get- 
ting more for their money than they 
have in twenty years. There is the 
basis for individual progress—no 
matter what the chart of industry 
may show, the individual is again— 
the important unit upon which to 
build anew. 
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“The Human Side of Management” 


“I returned, and saw under the sun, 
that the race is not to the swift, nor 
the battle to the strong, neither yet 
bread to the wise, nor yet riches to 
men of understanding, nor yet 
favor to men of skill, but time and 
chance happeneth to them all.” 
Ecclesiastes, IX-11. 


O you want me to write on the 
“ “human side of management.” 
Opposition and contrasts are 
the basis of life drama, and all 
literature. In order to visualize the 
human side of management we must 
study the inhuman side of manage- 
ment. It is by setting up one form 
of management against the other 
form of management that we will 
approximate the truth and make our 
story clearer. 

The mills of the gods grind 
slowly, but they grind exceeding 
small. Time ends all things and 
proves all things. 

If you have not read Emerson’s 
essay on the law of compensation 
you have missed something great. 
Emerson is believed to have written 
that paragraph about the mouse 
trap. “If you make the best mouse 
trap all the world will make a beaten 
path to your door.” That is only 
partly true. There is that other 
thought—“Many a flower is born to 
blush unseen and waste its fragrance 
on the desert air.” This also is true, 
but the flower and the mouse trap 
contradict each other. 

The “good book” says: “Let your 
light so shine.” Then in another 
place it also says: “Let not thy left 
hand know what thy right hand 
doeth.” 

All these statements contradict 
each other, but still in themselves 
they carry truth. So when one 
starts to write on the subject of 
human management that is one 
thing. This kind of management has 
its advantages and disadvantages. 
The other kind of management I 
would call, in the vernacular—hard 
boiled management. This kind of 
management also has its advantages 
and its weaknesses. Therefore, sup- 
pose I give three informal business 
chats on this subject. The first, this 
article, being on human manage- 
ment, the next article on hard boiled 
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management and the third article a 
summing up of both kinds of man- 
agement. 

To have human management you 
must have a real human being at the 
head of the business. Human beings 
as contrasted with human machines 
are just born that way. I do not 
believe that anyone in this life ever 
really changes his real character. 
Environment, education, thinking, 
may modify our characters, but 
fundamentally we remain just the 
same clear through to the end. The 
real human being at the head of a 
business is a human being simply 
because he cannot be anything else. 
He couldn’t if he tried. A hard 
boiled manager of a business will 
also remain hard boiled to the end 
of the chapter. He couldn’t be any- 
thing else if he tried. 

I, myself, have seen very human 
business managers attempt to be 
hard boiled. It was just funny. I 
have also seen hard boiled man- 
agers attempt to be human. That 
also was funny. 

I hope that my readers will not 
make up their minds about what I 
have to say until they have read all 
three of these articles. 

Now, let us first draw a picture of 
this human manager. First of all 
he is healthy. It takes health to be 
human. It takes health and a cer- 
tain optimistic state of mind to be 
jolly and pleasant. The human 
manager is a cheerful manager. He 
sees the best in life, and the best in 
people. He starts out with great 
faith that goodness and truth will 
be victorious in this world. He is 
full of the idea outlined in most 
books and plays that in the end the 
hero comes out on top and the vil- 
lain meets with defeat, disgrace and 
possibly goes to prison. He likes 
people. He likes good food. Fre- 
quently he likes a drink. He is 
fond of entertaining. He is sym- 
pathetic. He takes life on the sur- 
face as it comes and I wouldn’t say 
that his thinking is very deep, or 
that he follows a line of thought to 
its inevitable conclusion. He is 





HE Editor of Sales Manage- 

ment asked Mr. Norvell to 

write an article on this sub- 
ject for that magazine. He has 
prepared a series of three articles 
of which this is the first. The 
second installment will deal with 
“Hard Boiled Management.” In 
the third and final installment the 
author will sum up his views on 
both kinds of management, pre- 
sumably offering his conclusions of 
a happy and efficient combination 
of human traits and hard boiled 
practices in business management. 
Because this series promises such 
general interest among all business 
men HARDWARE AGE has ar- 
ranged through the courtesy of 
Sales Management to publish the 
three articles concurrently with 
their appearance in that publica- 
tion. The second and third in- 
stallments of this series will appear 
in coming issues. 

—The Editors. 





happy himself and he loves to have 
happy people around him. To sum 
him up he is a good fellow. 

Now, what happens to this good 
fellow when he reaches a point when 
his word becomes law in a business? 
What contacts develop with his as- 
sociates, with his employees, with his 
customers and with the people from 
whom he buys goods? In the sell- 
ing end of the business this type is 
almost always a success. It is the 
type of the great sales manager. 
Salesmen like him. Employees like 
him. When he travels it is like a 
royal procession. He entertains and 
is entertained everywhere. Naturally, 
when the head man of a business 
enjoys this popularity it is a great 
thing for the business. 

Now, what are some of the draw- 
backs to this very human person do- 
ing business with all those around 
him on a very human basis? First 
and foremost of all as time passes 
the question of time becomes the 
greatest problem. Customers liking 
this executive wish to see him when 
they call. He wishes to see the cus- 
tomers. They have good long talks 
—(time). Then he invites them to 
dinner at his club and they go to 
the theatre—(time). His salesmen 
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like him. When they call they have 
long talks—(time). These salesmen 
tell him all about their personal af- 
fairs. This is interesting. It is 
valuable and he knows more about 
his salesmen than anybody in the 
business, but all this takes a world 
of time. 

The same thing is true in the 
house or in the factory. This very 
human individual comes in contact 
with all of his employees, knows 
their names, can call them by their 
first names, and knows all about 
their families. It takes him a long 
time to walk through the factory be- 
cause he stops and chats with many 
employees. It is all very human. 
It is fine. It is patriarchal. But it 
takes time. 

Then when he is talking to cus- 
tomers, to salesmen and to em- 
ployees his mail never stops—it 
piles up on his desk. He gets down 
early to fight this mail. He stays 
late. He works on holidays. Some- 
times he works all day Sunday. He 
is known as an exceedingly busy 
executive. His telephones are con- 
stantly ringing. He seldom turns 
down an interview with anyone. 
—(time). Important reports about 
the business accumulate on his desk. 
He only glances over them superfi- 
cially. He hasn’t time to study the 
business as a whole. He never has 
a moment to himself for real hard 
thinking. His life consists in meet- 
ing people and receiving from them 
more or less temporary impressions. 

Usually a man of this type is not 
much of a reader. He does not 
study the future. He hasn’t time to 
study the changes that are taking 
place in business. In many cases 
one of these very human executives 
wakes up to find himself in a new 
generation, with new business ideas, 
with new thoughts, while he, him- 
self, belongs in a former time. Then 
as he grows older when this condi- 
tion confronts him he becomes rem- 
iniscent. He tells of his experiences 
in the past. He looks back to his 
early youth and his first successes 
as the great era in business. He 
does not realize that the world has 
moved on, that there are just as 
many opportunities as ever, but that 
the change is in himself. He has 
stood still. 

Does such a human, lovable man 
get the best results out of his or- 
ganization? I regret to say that my 
judgment is that if he is simply 


54 





lovable, simply human, if his sym- 
pathies are always with his em- 
ployees and if there is nothing more 
than this he will not get the best 
results. Good natured human ex- 
ecutives usually develop good nat- 
ured easy going employees. My 
observation has been executives of 
this type with all of their good 
qualities set a very bad example to 
their own employees. Haven’t you 
seen offices where there are all de- 
lightful people to meet, but the daily 
current work is never cleaned up? 
Procrastination is the order of the 
day. 

Why does not such a human ex- 
ecutive employ a first class assistant 
to relieve him of many of his duties? 
His very humanity prevents this. 
Suppose one of these good custom- 
ers, who know him personally, 
called. How would he like to be 
turned over to an assistant? Sup- 
pose a salesman writes a personal 
letter about his domestic affairs, 
could this letter be answered by an 
assistant? The great trouble with 
the human dynamos, such as I am 
describing, is they unconsciously 
build up human relationships that 
cannot be delegated to others. Except 
for attending to trivial details an 
assistant to such a manager would 
hardly know what to do. 

Then this same type of man out- 
side of his business in his family and 
with his friends is the victim of his 
own love of his fellowmen. His 
family impose upon him. They 
never realize that after his strenuous 
work during the day that he needs 
relaxation and rest. He, himself, 
does not realize this. Therefore, a 
man of this type in his family life 
develops strong social instincts. All 
this takes time and is also a great 
consumer of human energy. 

Then his friends, and naturally he 
has a world of them, consume his 
energy. He has many invitations to 
social affairs. He is a member of 
clubs. He is good company. He 
is well liked. He is wanted every- 
where and with a nature such as his 
it is next to impossible for him to 
turn down invitations. This very 
human person, if he becomes well to 
do, is soon the shining mark of de- 
signing friends. He believes every- 
body is square and straight. He 
soon finds his tin box full of worth- 
less securities. He is sold life in- 
surance. 
been sold the most expensive policies 


He finds afterwards he has - 


while other: and cheaper policies 
would have served the purpose just 
as well. In a word a man of this 
type is usually a poor trader for 
himself and usually gets the worst 
of the deals he makes. Impecunious 
friends and relatives borrow from 
him. His tin box becomes a mauso- 
leum for worthless promises to pay. 

It is very difficult for this type of 
character to say “no.” He cannot 
refuse to help the suffering. His 
sympathies go out to the whole 
world. Of course, the man I am 
describing at his best is a wonder- 
ful character; but a study of this 
type indicates what he needs most is 
a guardian, someone to look after 
him and to protect him from his 
family, his friends, business asso- 
ciates and employees. 

The saddest part in the history of 
this type is when he approaches 
middle age and then finds the stren- 
uous life he has led has impaired his 
health. Some important function of 
his body has broken down. He does 
not feel as well as he did. He knows 
he has lost a large part of his pep 
and energy. However, he thinks 
that this is only temporary and he 
will come back. He conceals the 
fact that his strength is waning. At 
a time like this, unless someone 
takes him in hand and looks after 
him physically, he will soon be 
down and out. Some day there will 
be a collapse. Usually the report 
is sudden death from heart failure, 
or it may be just a “stroke.” 

The above picture you will say is 
exaggerated. This I must admit. 
I am exaggerating the picture of the 
man who is “too human” in business 
because-in my next article I will also 
exaggerate the picture of the man 
who is too “hard boiled” in busi- 
ness. You will not get the full mean- 
ing and purport of this article until 
you read the next article. Then in 
my third and last article on this 
interesting subject I propose after 
having described human manage- 
ment and hard boiled management 
to close with an article as to just 
what I think is the ideal form of 
management in business. Probably 
you can guess the answer, but I am 
sure a good many men who read 
these articles will have no difficulty 
in classifying themselves, either as 
human or hard boiled. They will 
also be able, with the picture I have 
drawn, to classify some of their busi- 

(Continued on page 78) 
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Bust Among Ourselves 


the formation of a Voluntary 
Hardware Chain on a national 
basis, several readers advise that 
F. Grimes, founder of the Indepen- 
dent Grocers’ Alliance (I.G.A. 
stores), Chicago, is about to launch 
such a project. He will call it the 
Independent Hardware Alliance and 
endeavor to popularize the name as 
I.H.A., so I am told. Mr. Grimes 
has been invited to tell his complete 
story, but as yet has not responded 
to my letter. In the grocery field 
his plan has certainly enjoyed undis- 
puted success and has saved the day 
for a great many retail grocers. 
While it is true that there are 
basic retailing problems common to 
all fields, it must be recognized that 
food stores have always had a more 
frequent turn over of stock than 
have hardware stores. Also the de- 
mand for food is more constant, 
there being three meals a day in 
most American homes. A man’s last 
dollar will go for food. Every day, 
the average family has some food 
store requirement. Unfortunately the 
same is not true of hardware needs, 
basic and fundamental as they are, 
in all of man’s progress. However 
Mr. Grimes has organizing ability 
and undoubtedly has a plan which 
will be worth study. As I under- 
stand it, his grocery plan worked 
through and around existing whole- 
saler machinery. On which point I 
call your attention to Plank No. 3 
of the HARDWARE AGE PLAT- 
FORM published on page 20 of this 


issue. 


Sie expressing doubt about 


— HA — 

Talk about “price fixing” carried 
to the nth degree! Here is the best 
story I’ve ever read on the subject. 
The Associated Press tells this story 
from London, England, on Feb. 27; 
“Purchasing agents for China and 
Japan met the other day in the re- 
ception room of one of the big muni- 
tions companies. They fell to talk- 
ing as friends and finally compared 
the prices they were paying. The 
result was that they went in to see 
the munitions maker together, put 


MARCH 16, 1933 


by CHARLES J. HEALE 
Editor, Hardware Age 


up a united front and went away 
with a 40 per cent cut in prices.” 
This is also a good story to show 
how futile and foolish is war. For 
if the principals represented by these 
purchasing agents were to “get to- 
gether” and put up a “united front” 
on some problem of common in- 
terest the entire world could make 
progress, and there would be no war. 


—_ HA —— 


Although there is no parallel 
other than in the merchandise in- 
volved I am reminded of the recent 
lower prices on ammunition for 
sports purposes. There had been a 
great hue and cry among hardware 
dealers that they could not meet 
mail order prices on ammunition 
and therefore could not get the busi- 
ness in today’s market. Now that 
prices are apparently reduced sufhi- 
cient to permit meeting this com- 
petition I wonder how many hard- 
ware merchants are taking advantage 
of the decline in competitive selling 
and how many are trying to absorb 
this extra margin as a longer profit. 
I am fully in sympathy with the 
hardware trade’s vital need in the 
matter of competitive prices but also 
know from wide experience and 
close observation that lower cost 
prices are not always reflected in re- 
duced selling prices. This is not 
only unfair but very bad business. 
It certainly discourages other manu- 
facturers from trying to reduce 
prices on the competition plea and 
does not accomplish the real pur- 
pose of such decline. 
HA 


At the recent Metropolitan Hard- 
ware Dinner in New York City I met 
John Grande of the Grande Hard- 
ware Co., Virginia, Minn. He has a 
big store in a small town. John is one 
of those active fellows who knows 
what is going on because he is con- 
stantly on the lookout for ideas and 
information to use in his business. 
He came east to visit paint and hard- 
ware factories and to study some of 








the eastern retail hardware stores. 
When he returns home he will take 
with him a great fund of information 
about the lines he is selling and will 
plan to adapt some of the retailing 
activities he has seen. Every hard- 
ware merchant is not in position to 
take such a trip, so his business 
paper editors do the detail work for 
him, searching out good display 
ideas, successful advertising plans, 
selling campaigns and the many 
other factors so necessary to know 
and understand in today’s business 
picture. If your business paper only 
brought you the results of its editors’ 
observations in the nation’s leading 
retail hardware stores it would be 
one of your best investments in 
money and reading time. 

A letter from A. J. Kirstin, gen- 
eral manager, National Aluminum 
Mfg. Co., Peoria, IIl., tells of racke- 
teers, preying on hardware dealers 
under the guise of representing his 
company and its line of pressure 
cookers. It is the rather familiar 
(yet strangely successful) offer of an 
agency contract on payment of a de- 
posit. The dealer is promised the 
aid of a crew of house-to-house 
canvassers on whose sales the dealer 
gets a commission. Sales are to be 
made on an installment basis but the 
racketeers agree to take over the 
burden of collections, promise store 
demonstrators, free cookers, local 
newspaper advertising and many 
other seemingly attractive “extras.” 
The usual down payment is $18, 
which once paid is lost forever. Mr. 
Kirstin states that an alleged letter 
from his company is used as evi- 
dence of responsibility but believes 
any such letter is a forgery for he 
emphatically states his company has 
no such affiliation. He also invites 
victimized hardware dealers to write 
him and adds that his company is 
represented by known sales agencies 
whose responsibility can be defi- 
nitely established. If you have any 
such offer pending and you are not 
sure of the agency making the pro- 
posal get in touch with Mr. Kirstin 
before you part with any real money. 
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This is one of the most helpful articles on 

window displays we have seen. It is full of 

ideas that will make your displays stand out 

from the ordinary kind and they are all low 
cost plans. 


[rwloted Moncles 
TEMPERED 
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Fig. 1 


Window Background Ideasa 


Ye cREAM L. R. V. Lofts, of the Aikenhead} Ha 


HE display man of a big hard- 
‘ke store once said to me that 

to make attractive windows 
with tools, garden implements, 
paints, etc., was one of the hardest 
jobs a display man ever had. He 
was right. Not for us, the colorful 
cartons, jars and bottles of the drug 
store, the infinite variety of dresses, 
etc., of the ladies store or the de- 
partment store. Plain tools in unat- 
tractive, (usually soiled) boxes, awk- 
ward pots, pans, ladders, buckets, 
spades, pumps, etc., are our lot. To 
display these in a way that will at- 
tract and sell is no easy task. 

Fresh displays—something new— 
must be put on. I have been helped 
by an idea that originated in London, 
where it is used extensively. It is 
inexpensive, easy to work and per- 
mits a “bulky” display without using 
up a lot of stock. 

This is the idea: Take a card (I 
prefer white) about 10 in. by 7 in., 
wire to it the tool you wish to dis- 
play, as shown in the illustration. 
The lettering is done in red and blue, 
with the price underneath. See Fig. 
l. The number of small articles, 
besides tgols, that can be displayed 
in this way is amazing. I usually 
place the cards straight to the glass 
and build up high to the back of the 
window, breaking the monotony here 
and there with larger articles, such 
as saws, drills, tool boxes, etc. Try 
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this plan. It pays you well for the 
time required to wire the articles and 
has the added advantage of remain- 
ing fresh longer. I use this method 
for displaying small hardware ar- 
ticles such as padlocks, can openers, 
pocket knives, paint brushes, mouse 
traps, etc. It certainly helps to over- 
come the usual difficulty in display- 
ing these small items. 

Stunt windows, of course, always 
pull. My best asset is an electric 
motor driving a pully, to gear it 
down, encased in a wooden box. See 
Fig. 3. With this box I worked a 
dandy window display of flexible 
steel rules. I fixed the casing of the 
rule to the shaft of the motor which 
protrudes through the box, released 
about three fourths of the rule, tak- 
ing care to jam the remaining end in 
tight with a small wedge. On the 
floor of the window I tacked. a small 
loop of wire, the rule was tucked 
under this and the motor started. 
The way that rule twisted and turned 
and snapped back straight was cer- 
tainly attractive, even fascinating to 
watch. It gave an excellent idea of 
the rule’s flexibility. The sketch ex- 
plains it clearly. 

The fly screen window was also an 
attention getter. The flies, which | 
made from wall board, measuring 
3 ft. across the wings and vividly 
painted, with awsome heads and eyes, 
jumped up and down as if they were 
trying to break through the screen 
wire which was placed close to the 
window face. This is very easy to 
produce if you have the motor box. 
Here again the sketch explains. A 
black cord held the flies up, the box 
was surrounded with rolls of screen 
wire, and, with the wire against the 
window, only the flies could be seen 
bobbing up and down. The illusion 
was complete. I placed show cards 
between the window and screen wire 
where they could be easily read. 

Another stunt that can be worked 
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Fig. 3—tThis is the motor box 

that makes motion displays 

or. Left: an inside view; 

right, its application to the 

flexible stee — demonstra- 
on. 
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The motor box is versatile. 

Here we see it applied to 

the pocket knife display and 
the revolving spotlight. 














These set-pieces may be made in more 

than one plane, i.e., boat front plane, 

horizon middle plane and cloud back 

plane. Lights between the planes give 
distance effect. 


with the motor box is the revolving 
pocket knife display. With spot- 
lights trained on the ball of cork 
filled with knives, slowly revolving, 
the steel of the knives reflecting the 
colors, a most attractive window re- 
sults. This is a good stunt where a 
larger sweep is obtained. A little 
motor box is well worth building and 
it can be put to many uses. 

Wallboard has come to the fore in 

window display work and is easy to 
handle. The designs one can work 
up are practically unlimited; some 
straight and some three-dimensional. 
I try, where possible, to make my 
designs more useful than ornamental. 
For instance, in the TOOLS display 
I fixed shelves on the letters to carry 
goods not large enough to obscure 
the letters. The cut-outs were in 
scarlet with silver edges and were 
built on a frame which enabled them 
to stand alone. The key cutting set- 
piece was also very attractive, being 
six feet high and four feet wide. The 
cut-out was in silver flickers and 
plenty of color was used in the 
lettering. 
_ Besides making a definite “center” 
to the window, a well-made wall- 
board set-piece introduces color and 
variety into the window far in ad- 
vance of anything yet used and is 
inexpensive and easy to handle. 

I do most of my cutting with an 
ordinary sharp pocket knife, some- 
times- using a safety razor blade for 
cutting curves and letters. (There 
are available card cutting knives with 
interchangeable blades and_ large, 
husky handles—Ed.)  Cut-out let- 
ters, of course, are very popular now 
and they look well, too; especially 
where they use unique type letters. 

For show card work, I do not think 
a hardware store differs from any 
other except that it doesn’t call for 
such fancy work as, say, the confec- 
tioner or cafe. I prefer a “thick 
modern” type on a black cardboard. 
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Cards get soiled quickly in a hard- 
ware store if light colored card is 
used. 

Close, “bulky” windows are our 
best play and produce far more sell- 


Don’t Bleed Your Business 


by PAUL W. PETTENGILL, C.P.A.* 
Senior Partner, Paul Pettengill € Co., 


Lecturer, Northwestern University School 
of Commerce 


NE of the worst tendencies on 
Q the part of the small busi- 
ness man is “to bleed” his 
business to death. Too many busi- 
ness men take out of their businesses 
every dollar earned, sometimes more. 
This policy is to be condemned, not 
only because it is injurious to the mer- 
chant but because it eventually leads 
to financial loss by others. 

If your records show a profit, plan 
to keep a certain percentage in your 
business as a reserve for less favor- 
able times. Do not become too en- 
tangled in personal financial affairs 
outside your business, as they might 
cause you to drain your business of 
resources with resultant failure there. 
Your business and its preservation 
should come first. 


Too Many Owners 


A good many hardware businesses 
are partnerships with two or more 
active partners. It is my belief as a 
result of personal analysis, that too 
many such partnership businesses are 
overmanned by owners. Such busi- 





*Taken from recent talk before Chicago 
Retail Hardware Association. 


ing than the “arty” type of window. 
Men are our chief customers and I 
believe men like to stand in front of 
a window crammed, in orderly fash- 
ion with hundreds of little “knick- 
nacks,” and big ones too, that a man 
is interested in and that can be found 
only in a hardware store. I’ve seen 
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nesses should be _proprietorships. 
They never will be large enough even 
under the most favorable conditions, 
to earn fair partner’s salaries and 
returns on investment for two men. 
Usually such partnerships never have 
a reserve and are constantly being 
“bled” of resources. These partner- 
ships should face the facts, reor- 
ganize these businesses, by one 
partner withdrawing, giving the busi- 
ness a chance to pay the manager- 








Key CUTTING BACKGAOUNO 


them stand in front of a window of 
cork-screws, bottle openers, cocktail 
shakers, automatic soda syphons and 
liquor flasks with a most profound 
expression on their faces. Strange, 
isn’t it? 


to Death 


insurance company. Therefore, it is 
important that business men take note 
of the changing values of their 
properties. With commodity prices 
on the increase as they will be in the 
coming periods of recovery and 
prosperity your insurance should be 
watched and increased accordingly. 

As a matter of warning many 
nefarious methods of debtors repre- 
sentatives are being tried to secure 
composition settlements of accounts, 





“Our next periods of recovery and prosperity will see, in my 
opinion, the sharing of employees more and more in the net 


benefits of a prosperous business. 


Hardware dealers should 


look forward to this possibility. Investigation of wage incen- 
tive plans should be made and worked out. Any plan to succeed 
must be beneficial to employee and employer alike.” 


—Paul W. Pettengill. 





owner a fair salary and to earn 
proper returns for all the owners on 
their investment. 

Watch your insurance coverage. A 
good many insurance policies con- 
tain a co-insurance clause which 
means that if you do not carry in- 
surance up to the required percentage 
of the then present day replacement 
value, you will become a co-insurer 
in case of a fire loss along with the 


favorable to their clients and them- 
selves. Therefore, do not permit 
your claim to be used to file an in- 
voluntary petition in bankruptcy 
until you have determined that it is 
a proper thing to do, and then don’t 
do it unless satisfied of the part the 
person soliciting your claim will 
play. Don’t permit any person to 
handle your claim who agrees to do 
so for nothing. It isn’t being done. 
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DONALD MITCHELL 
New President 





JAMES B. CARSON 
Secretary 





GEO. R. HOFFMAN 
Retiring President 


Ohio Convention Discussed Unfair 


Trade Practices 


EMBERS of the Ohio Hard- 
ware Association elected Don- 
ald Mitchell, Ashtabula, Ohio, 


president for the ensuing year at the 
final session of the 39th annual conven- 
tion held in Toledo, Ohio, Feb. 21 to 
24. Mr. Mitchell succeeds George Hoff- 
man, Toledo, Ohio. 

Roy Chandler, Sylvania, Ohio, was 
elected vice-president, and James B. 
Carson, Dayton, Ohio, was reelected 
secretary. H. A. Stotzer, Archbold, 
Ohio; M. A. Jenson, Niles, Ohio, and 
James Bailey, Lockland, Ohio, were 
added to the board of directors for a 
two-year term. The directors remaining 
on the board include F. J. Pekoc, Jr., 
Cleveland, Ohio; L. M. Krieg, Newark, 
Ohio; P. B. Sweger, Lima, Ohio; G. V. 
Britton, Ohio, and H. C. Paeltz, Ripley, 
Ohio. 

Charges that unethical trade prac- 
tices by public utility corporations are 
hurting business for hardware mer- 
chants were made by several convention 
speakers. H. H. Lehman, Columbiana, 
Ohio, said that among the 1500 ques- 
tionnaires sent out recently to Ohio 
hardware dealers there was widespread 
complaint of unethical practices. In 
many cases dealers stated that goods 
were being retailed cheaper than they 
could purchase them wholesale. 

Attention was called to high trade-in 
offers of public utilities by B. F. Car- 
penter, Washington Court House, Ohio. 
He pointed out that appliances pur- 
chased from utilities are usually in- 
voiced on gas or light bills and that 
there are instances where 24 to 36 
months are allowed for payment. It 
was generally agreed by members that 
such practices constituted unfair com- 
petition. 

The alleged unethical trade practice 


charges were answered by B. H. Gard- 
ner, sales director, Columbia Gas & 
Electric Corp., Columbus, Ohio, and by 
Marshall Adams, sales promotion man- 
ager, Westinghouse Electric Supply Co., 
New York, N. Y. Mr. Gardner said that 
of the utilities supplying 95.5 per cent 
of all the gas customers, and 88.5 per 
cent of all the electric customers in 
Ohio, three of the large one’s do not 
sell appliances, and the others have 
subscribed to a code of merchandising 
practices that is outstanding for its 
fairness. 

Herbert P. Sheets, managing director, 
N.R.H.A., Indianapolis, Ind., said that 


the time has come for both the whole- 
saler and retailer to enforce their moral 
and economic rights. 

The convention went on record as 
being opposed to legislation pending in 
the Ohio Legislature, which would place 
a tax on the dealer in firearms. The 
proposed sales tax bill, also before the 
State Legislature, was attacked by 
George V. Sheridan, executive director, 
Ohio Council of Retail Merchants, who 
said that it would bankrupt hundreds 
of Ohio hardware merchants, if enacted 
into law. He declared that the tax 
could not be passed on to the consumer 
and that the retailers must pay it in 
the end. 

In calling the convention to order, 
George R. Hoffman, retiring president, 
Toledo, Ohio, said that Ohio’s hardware 
dealers had maintained their position 
in the industry despite unusual com- 
petition from other agencies. He pre- 
dicted the approach of an era of im- 
proved conditions and said that there 
is a need for better salesmanship, and 
urged that all stores be kept in good 
condition for the better days that are 
to come. 

More than fifty manufacturers had 
displays in the Civic Auditorium, ad- 
jacent to the Commodore Perry Hotel, 
where the business sessions were held. 

Bridge luncheons and style shows 
were arranged for the several hundred 
women guests. 

The Toledo Hardware Association, of 
which Clarence Luelf is president and 
Oscar Aufderheide is secretary, together 
with the Lucas County Hardware Asso- 
ciation, assisted in planning many fea- 
tures of the convention. 





Virginia Convention Protested 
Price Discrimination 


ECONNOITERING for “the busi- 
R ness battle,” members of the 
Virginia Retail Hardware Asso- 
ciation, meeting in Roanoke, Va., on 
Feb. 21 and 22 for their 14th annual 
convention, demanded the same treat- 
ment from manufacturers and whole- 
salers as is accorded chain stores and 
mail-order houses, and labeled govern- 
mental extravagance one of the prin- 
cipal obstacles to business recovery. 
Concluding the convention with a 
banquet and entertainment at the Hotel 
Patrick Henry, the association elected 
J. H. Luster, Blacksburg, Va., president, 
and B. F. Tillar, Emporia, Va., vice- 
president. Thomas B. Howell, secre- 
tary-treasurer; Robin A. Frayser, as- 
sistant secretary, and J. J. Wicker, Jr., 
chief counsel, all of Richmond, Va., 


were reelected by the board of directors. 

W. W. Ware, Orange, Va., and A. D. 
Starling, Danville, Va., were reelected, 
while W. L. Penwick, South Boston, 
Va., was named a new member of the 
executive committee. J. T. Howard, 
Bristol, Va.; F. Hamilton Vass, Dan- 
ville, Va., and Henry A. Pleasants, 
Richmond, Va., retiring president, will 
compose the advisory board. 

The executive committee announced 
Richmond, Va., as the meeting place 
for 1934. 

One of the highlights of the two-day 
meeting was an address on “The Out- 
look,” by E. B. Gallaher, treasurer, 
Clover Mfg. Co., and editor, Clover 
Business Service, Norwalk, Conn. Mr. 
Gallaher flayed haphazard buying as 
one of the leading causes of difficulties 
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on the part of many dealers. He ad- 
vised dealers to find reliable, serviceable 
jobbers and to concentrate their buying 
as much as possible. Referring to gov- 
ernmental expenditures, Mr. Gallaher 
said: “We need a major surgical oper- 
ation to cut expenses in half.” 

Hugh McKnight, president, N.R.H.A.., 
who addressed the opening session, pre- 
dicted slow improvement, if any, dur- 
ing the first half of the current year. 
“Buy carefully and by budget,” he 
urged. “Price investigation now going 
on shows more forcefully than ever be- 
fore that buying backward from the 
price at which you know you must sell 
so as to meet competition is a standard 
that must be followed by merchants 
who expect to stay in business, and who 
must meet the competition of the many 
channels of distribution that are now 
vending hardware.” 

W. P. Hazlegrove, Roanoke, Va., at- 
torney, in addressing the convention, 
declared that through lack of interest 
in government, “we have builded up the 
greatest organization of officeholders 
ever established in America—and they 
control the government. Every fifteen 
people in the nation support one person 
on the government payroll.” 

Frank G. Louthan, secretary, Virginia 
Manufacturers’ Association, the princi- 





J. H. LUSTER 


New President 


pal speaker at the annual banquet, also 
pointed to the high costs of administra- 
tion, and said while the national in- 
come has decreased sharply during the 
past three or four years, governmental 
costs have mounted constantly. 

Veach C. Redd, Cynthiana, Ky., a 
member of the N.R.H.A. price investi- 
gation committee, presented the com- 
mittee’s report and declared that some 
manufacturers have a preferential price 
scale, selling to independent dealers 
at a higher figure than to syndicates. 





700 Attend Iowa Convention 





E. E. BRENNER 
Retiring President 


tended the annual convention 

of the Iowa Retail Hardware 
Association in Des Moines, Iowa, 
Feb. 14 to 17, inclusive. A general 
mobilization against the depression 
was the outcome of the meeting. 

E. E. Brenner, Marshalltown, 
Iowa, president, in opening the meet- 
ing, said in part: “These are times 
that try our mettle. General depres- 
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New President 


sion still bears on us from all sides; 
we suffer from surprise attacks and 
price sniping by our adversaries; 
those whom we consider our allies 
furnish aid to our enemies. Alone, 
we might find it a losing fight, but 
acting in concert through our or- 
ganization, we can individually har- 
bor no doubt as to the outcome. Vic- 
tory will be ours. Let us here this 
week mobilize ourselves for the 1933 
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Secretary-Treasurer 





H. A. PLEASANTS 
Retiring President 


L. H. Buisch, National Cash Register 
Co., Dayton, Ohio, urged dealers to 
clear their shelves of old merchandise 
if they desired to improve their busi- 
ness. Luther Stein, vice-president and 
general sales manager, Belknap Hard- 
ware & Mfg. Co., Louisville, Ky., 
warned against the sale of cheap goods, 
“which will not merit the confidence of 
the public.” 

The more than one hundred delegates 
were welcomed to Roanoke by Mayor 
S. P. Seifert. 


campaign—may there be no slack- 
ers.” 

Necessity of continuing effective 
newspaper advertising and changing 
window displays often was stressed 
by H. Elton: Pease, Standard Show 
Card Co., Chicago, Ill. 

R. D. Austin, secretary, Iowa 
Hardware Mutual Insurance Co., ex- 
plained functions of his organiza- 
tion and the benefits to members, 
while the sales features of automatic 
electric irons were described by R. 
W. Carney, sales manager, Coleman 
Lamp & Stove Co., Wichita, Kans. 

Selling methods employed by vari- 
ous Iowa hardware stores were ana- 
lyzed by Miss Ellen Pennell, asso- 
ciate editor, “Successful Farming,” 
Des Moines, Iowa. Miss Pennell 
went shopping to gain material for 
her discussion. 

The importance of the association 
was emphasized by Herbert W. Gies- 
sing, E. St. Louis, Ill. “This organi- 
zation enables you to cooperate to- 
gether to plan ways of combating 
economic difficulties and offers you 
possible avenues that you may co- 
operatively advertise,” he said. Mr. 
Giessing, who is president of the II- 
linois Association, also comp 1li- 
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mented the Iowa Association for 
leading other States in paid-up mem- 
bership. 

A standing vote was accorded Sec- 
retary Jacobson for his work in 
bringing the association to the fore 
in respect to membership, it being 
the consensus of opinion that it was 
his efforts that had made the rec- 
ord possible. 

Better management in the opera- 
tion of hardware stores was urged 
by Clarence Harper, president, Har- 
per-McIntire Co., Ottumwa, Iowa. 
Mr. Harper told the dealers that in- 
creased volume does not necessarily 
mean increased profits. He also 
urged that overhead be reduced to 
the minimum and advocated going 
out after new business. 

The national hardware price sur- 
vey report was read by Herbert P. 
Sheets, managing director, N.R.H.A., 
Indianapolis, Ind. Mr. Sheets also 
analyzed business conditions and ex- 
pectations in Iowa for the coming 
year. 

Governor Clyde L. Herring wel- 
comed the delegates to Des Moines. 
Other speakers were: J. E. Russell, 
president, Browning Arms Co., St. 
Louis, Mo.; Hobart M. Thomas, 
Creston, Iowa, and Jack Nourse, 
president, Nourse Oil Co., Kansas 
City, Mo. 

Sessions of the convention were 
held in the forenoons each day, with 
the afternoons and early evenings de- 
voted to the hardware exhibit, which 
embraced 80 displays. 

Entertainment for delegates fol- 
lowed the “battle” theme. Instead 
of a smoker, the men attended a 
stag “canteen” party, and the annual 
banquet gave way to a military ball. 

Officers who will direct the asso- 
ciation through the ensuing year are: 
George B. Healey, Dubuque, Iowa, 
president; Ernest H. Fabritz, Ottum- 
wa, Iowa, vice-president; and Philip 
R. Jacobson, Mason City, Iowa, sec- 
retary-treasurer. 

Members of the board of directors 
are: Louis L. Hill, Postville, Iowa; 
Harry Vieth, Oakland, Iowa; J. A. 
Van Ness, Mason City, Iowa, and 
Charles Jensen, Graettinger, Iowa. 
Those named to the advisory board 
are: Hobart M. Thomas. Creston, 
Iowa; George H. Minier, Burling- 
ton, Iowa, and E. E. Brenner, Mar- 
shalltown, Iowa, the retiring presi- 
dent. 

The fifteenth annual meeting of the 
ladies’ auxiliary was held in connec- 
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tion with the convention. All of- 
ficers of the auxiliary were reelected. 
They are: President, Mrs. C. E. Cook, 
Ogden, Iowa; vice-president, Mrs. 


Harry Vieth, Oakland, Iowa; secre- 
tary, Mrs. A. C. Hansen, Holstein, 
Iowa, and treasurer, Mrs. R. H. 


Schroeder, Des Moines, Iowa. 





Michigan Dealers Had Enthusiastic 


Convention 





WM. J. DILLON 
New President Secretary 


‘4 YHE Michigan Retail Hardware 
Association held a peppy conven- 
tion at the Pantlind Hotel, Grand 

Rapids, Mich., Feb. 14 to 17, despite 

the closing of every bank in the State 

a few hours before the opening session. 

There was plenty of military atmos- 

phere to carry out the “Business Battle” 

theme. Attendance was about 500. At 
each session, A. D. Van Dervoort, Lan- 
sing, led a group of members dressed 
as newsboys, who while shouting “ex- 

tra, war declared, etc.,” distributed a 

daily convention paper prepared by 

Secretary Harold Bervig. These con- 

tained an outline of the day’s session 

and listed a special value item for the 
day as offered by each exhibitor. 

Tuesday noon, the president’s com- 
plimentary luncheon, at which Treas- 
urer Wm. Moore, Detroit, delivered 
the invocation, started the convention. 
President Chas. H. Sutton, Howell, 
called for active participation and 
plenty of fighting spirit during the con- 
vention and after members had re- 
turned to their stores. 

E. B. Gallaher, treasurer, Clover Mfg. 
Co., was the principal speaker, develop- 
ing the topic, “Campaign Strategy,” 
which dealt with the vital need for a 
jobber-dealer fight for their joint nain- 
tenance. The necessity of “buying 
backwards,” that hardware stores may 
compete with competitors was stressed. 
The speaker also said the dealer is not 
equipped to buy and the jobber must 
study consumer needs and prices and 
do the buying end of the job. 

Calling for drastic economies in gov- 








HAROLD W. BERVIG CHARLES H. SUTTON 


Retiring President 


ernment instead of further taxes, C. L. 
Glasgow, Nashville, told of gross ex- 
travagances in public office. His re- 
marks met a very responsive chord and 
led to a resolution demanding govern- 
ment economies. 

Past N.R.H.A. President J. Chas. 
Ross, Kalamazoo, led the Wednesday 
morning discussion on Public Utility 
competition, in which Utility represen- 
tatives had an opportunity to talk as 
did any member having any grievance. 
Although there was some desire ex- 
pressed for a State law prohibiting 
Utilities from merchandising, the con- 
vention’s final decision was that Mr. 
Ross and ethers were making very satis- 
factory progress in dealing with the 
Utility problem and their methods 
(without legislative relief) should be 
continued. John C. Kerr, Niles, as- 
sisted Mr. Ross in the discussion. 

A shopping survey among 50 Mich- 
igan hardware stores was reported by 
Secretary Bervig, who presented figures 
indicating the degree of courtesy, serv- 
ice, knowledge, etc., displayed by mem- 
bers in handling customers. To drama- 
tize outstanding good and bad ex- 
amples, Mrs. Harold Bervig and Chas. 
Hawley gave a two-act skit which was 
very well handled and appreciated. 

Alfred G. Miller, of A. G. Miller Co., 
advertising agents, Grand Rapids, 
Mich., gave an interesting and humor- 
ous talk on the advertising testimonial 
racket. He told how Queen Marie, 
Alice Longworth and other notables 
endorsed merchandise for pay and how 
these negotiations were carried on. 
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Thursday morning’s session was ex- 
ecutive and devoted to a study of the 
N.R.H.A. Price Committee’s survey. 
Veach C. Redd, Cynthiana, Ky., a na- 
tional director, made the report for the 
Committee and led a discussion on 
competitive prices. He was assisted by 
Herman Dignan, Owosso, and W. C. 
Judson, Big Rapids. 

Rivers Peterson, Editor, Hardware 
Retailer, made the closing talk, “Rally- 
ing "Round the Flag.” He urged mem- 
bers to support the association’s activi- 
ties. The previous night Mr. Peterson 
addressed the night meeting for “clerks 
only.” 

Election of officers followed. Wm. J. 
Dillon, Detroit, was chosen as president 
to succeed Chas. H. Sutton, Howell. 
Henry A. Schantz, Grand Rapids, is the 
new vice-president. Members chosen 
for the executive board are: Mr. Sut- 
ton; Waldo Bruske, Saginaw; Frank 
L. Williamson, Climax; W. C. Judson, 
Big Rapids; L. H. Straffon, Croswell; 
Andrew Larsen, Caro; Herman C. 
Meyer, Boyne Falls; J. L. Louisignau, 


Sheboygan; John A. Kerr, Niles, and 
Sidney D. Foster, Newberry. Secretary 
Harold W. Bervig, and Field Secretary 
Lee S. Swinehart will continue in their 
offices. 

At the final session Friday, F. J. 
Nichols, National Cash Register Co., 
Dayton, Ohio, gave a chart and chalk 
talk on getting future business by study- 
ing past experiences. 

Resolutions approved the Price study 
work of the N.R.H.A., called for lower 
government costs, opposed retail sales 
taxation and as reported previously 
called for a continued cooperative Pub- 
lic Utility activity instead of an effort 
to seek anti-merchandising legislation. 
The 1934 convention will be held in 
Detroit. 

The opening session was held in the 
Pantlind ballroom. Other sessions and 
exhibit were in the new and beautiful 
Civic Auditorium. 

There was ample social activity for 
both ladies and delegates. The annual 
“Big Party” was held Thursday night 
and as usual was an outstanding affair. 





New England Dealers Laid Plans 


For “The Business Battle” 





HAROLD MOORE 
President 


in the five New England States 
was represented at Boston, Mass., 
March 1-3, when the New England Hard- 
ware Dealers’ Assn., met for its 40th 
annual exhibit and convention. The 
meeting proved one of the most success- 
ful in the four decades of the organiza- 
tion’s history, and the enthusiasm pre- 
vailing gave promise that New England 
hardware merchants will be in the front 
lines in this Spring’s business battle. 
More than 50 manufacturers and 
wholesalers displayed their wares in 
Mechanics Hall, with the _ exhibits 
bringing a response that was reflected 
in the interest displayed by visitors. 


Piste tre x every community 


MARCH 16, 1933 


GEO. A, FIEL 
Secretary Retiring President 





WM. H. McGAW 


At the annual election, Harold Moore, 
Newton, Mass., was elected president 
to succeed William H. McGaw, Cohas- 
set, Mass. H. S. Chadbourne, Milford, 
Mass., was named first vice-president, 
while Frank Peterson, Worcester, Mass., 
was chosen as second vice-president. 
Geo. A. Fiel, Boston, Mass., was re- 
elected secretary. 

The convention had a_ particularly 
dramatic treatment, its theme being 
“The Business Battle.” In convention 
assembled, the delegates swore alle- 
giance to the Association Army, and 
prepared for war against trade prac- 
tices from without, which are unfair 
to the best interests of the hardware 


merchant. Members also pledged them- 
selves to take up arms against poor 
business methods, obsolete stock and 
store arrangement, and lack of initiative 
from within their own ranks. 

The clerks’ night, on the second day 
of the convention, gave them an oppor- 
tunity to discuss their own problems. 

The business sessions opened with a 
luncheon on Wednesday, March 1, with 
Robert Russell, Holyoke, Mass., as 
toastmaster. Principal speakers at the 
luncheon meeting were: National Presi- 
dent Hugh McKnight, Pittsburgh, Pa.; 
E. B. Gallaher, treasurer, Clover Mfg. 
Co., Norwalk, Conn.; Horace P. Aik- 
man, N.R.H.A., director, Casanovia, 
N. Y.; Past President Leslie Jacobs, 
Auburn, Me., and President Frank 
Bownes, of the Paint and Oil Club of 
New England. 

While the men of the convention were 
attending business sessions, the ladies 
were entertained by the Association and 
the Associates. Both the men and 
ladies participated in the evening enter- 
tainments. The Associates, under the 
direction of William G. McIntyre, had 
a stag night at the Hotel Bradford on 
the evening of March 1, with a dinner, 
followed by theatrical entertainment 
furnished by the RKO. A military ball 
on the closing night, Friday, March 3, 
was held in Paul Revere Hall, Me- 
chanics Building. 

National President McKnight was 
tendered a reception at the Hotel Stat- 
ler on the night of Feb. 28, preceding 
the convention. Leslie E. Jacobs, Au- 
burn, Me., was toastmaster, and called 
on Mrs. Wm. H. McGaw, wife of the 
retiring president of the New England 
Assn., for an original poem which in- 
cluded humorous references to several 
of the association’s most active mem- 
bers, who were present. Addresses 
were made by the national president; 
past national president, Arthur Lam- 
son, Marlboro, Mass.; the president- 
elect of the New England Assn., Harold 
Moore; Roy Soule, the Bunting System, 
North Chicago, IIl., and Horace P. Aik- 
man. Toastmaster Jacobs presented the 
National President with a gold badge 
making him an honorary member of 
the New England Assn. 

In his annual message to the conven- 
tion, retiring President McGaw stirred 
the membership to enthusiasm. He told 
them that by concerted effort they could 
“turn back old man depression.” He 
praised independent hardware mer- 
chants for not resorting to unethical 
practices during the highly competitive 
business period of the past year. He 
also said the association was prepared 
to march against high taxes, detrimen- 
tal legislation, discriminatory prices 
and other enemies of fair trade. He 
declared the coming months will re- 
quire, above all else, careful planning. 
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Retiring President 








300 Attend 30th Annual Connecticut Convention 





CHAS. F. FREEMAN 


Secretary 


ITH more than 300 persons 
in attendance the Connecticut 
Hardware Assn. opened its 


30th annual convention for a two-day 
meeting at the Hotel Stratfield, Bridge- 
port, Conn., on Feb. 22. In the open- 
ing address, Rev. Alexander Alison, 
Jr., First Presbyterian Church, Bridge- 
port, Conn., speaking on the topic, 
“Looking Through,” said that business 
is built on more than dollars and cents, 
having as its real foundation both 
character and integrity. The next 
speaker was Hon. Clifford B. Wilson, 
who served as Mayor of Bridgeport for 
the ten-year period from 1910 to 1920, 
and who is a former Lieut. Governor 
of Connecticut. Mr. Wilson’s subject 
was “What We Can Expect in 1933,” 
and his talk was brimful with worth- 
while information. 

Mr. Wilson was followed by William 
Butler, associate editor, Good Hard- 
ware, New York, N. Y., whose subject 
was “Is the Independent Hardware 
Dealer Doomed?” Mr. Butler said that 
the hardware dealer is not doomed, but 
on the contrary has a wonderful oppor- 
tunity, if he will analyze his trade, 
diversify his stock, and not attempt to 
confine his efforts exclusively to ortho- 
dox hardware lines. The concluding 
feature of the program, at the first ses- 
sion, was an informal discussion of im- 
portant trade problems, led by Charles 
Young, a past president of the associa- 
tion, and chairman of the Public Util- 
ity and Hardware Assn. Cooperative 
Group. 

On the evening of the first day of 
the convention the 8th annual banquet 
and stag party of the Nutmeggers’ and 
Dealers’ branch of the association 
proved to be a most enjoyable affair. 
Complete details concerning the event 
appear in the “News of the Trade” 
section in this edition of HARDWARE 
AGE. 


ot 





The first business session on the sec- 
ond day of the convention convened 
at 9 a. m., opening with a Question 
Box, in which many members partici- 
pated, and which was conducted by 
Merritt W. Treat, Clapp & Treat, Hart- 
ford, Conn., who was later named the 
association’s president. 

Horace P. Aikman, Cazenovia, N. Y., 
representing the N.R.H.A., then pre- 
sented the report and conclusions of the 
N.R.H.A. price survey committee. 

At the “Dutch Treat” luncheon held 
Thursday noon, the principal address 
was delivered by Frederick M. Fieker, 
director, Bureau of Foreign and Domes- 
tic Commerce, Department of Com- 
merce, Washington, D. C. With “One 
Way Out” as his topic, Mr. Feiker said 
that a solution to our present economic 
condition would not be attained by any 


one panacea. Instead, he declared, the 
revival would depend on the imagina- 
tion, resourcefulness and courage of 
the individual. “To cut prices, wages 
must be cut, to cut wages the buying 
power is cut and so manufacturers help- 
lessly reduce their own sales by that 
descending spiral,” said the speaker. 
He further said that manufacturers 
who are willing to look out for the wel- 
fare of their workers, and maintain the 
quality of their goods, are doing more 
than existing as mere organizations. 
He declared that such concerns demon- 
strate the truth of the adage “In unity 
there is strength,” and by applying the 
principle of the “Golden Rule” they 
have accomplished a great deal. 

As the next speaker, George Jacquet, 
secretary, Connecticut Utilities Mer- 

(Continued on page 79) 





Missouri Farm Equipment and 
Hardware Dealers Joint Meeting 


ra in step with the trend 

toward business economies, by 

initiating a joint convention 
plan, the Missouri Retail Hardware 
Assn., and the Mississippi Valley Farm 
Equipment Assn., assembled at the 
Hotel Jefferson, St. Louis, Mo., Feb. 21- 
23. Many Missouri dealers are mem- 
bers of both organizations and the joint 
meeting enabled them to obtain all of 
the good things of both conventions in 
a single trip. The idea also proved of 
value in the matter of attendance. The 
combined gathering equaled the ag- 
gregate attendance when the conven- 
tions were held separately. 

Some of the leading St. Louis hard- 
ware jobbers, together with a few out- 
side concerns, had attractive exhibits in 
a room adjacent to the convention hall. 

The following officers were elected 
by the hardware association: president, 
Ben Gude, St. Louis, Mo.; vice-presi- 
dent, Wm. Bahn, Cape Girardeau, Mo.; 
secretary, F. X. Becherer, St. Louis, 
Mo.; treasurer, J. H. Dickbrader, 
Washington, Mo. Directors: E. J. Creis- 
sen, St. Louis, Mo.; L. R. Holt, Fulton, 
Mo., and J. D. Reynolds, Carthage, 
Mo. The latter is the retiring president 
of the Western Retail Implement and 
Hardware Assn. 

Following invocation by Geo. Niess, 
Belleville, Ill., the convention was open- 
ed by Victor Schwein of the hardware 
association, St. Joseph, Mo., assisted 
by President Weinel of the farm equip- 
ment organization. President Schwein 
urged members to prepare for “the 





VICTOR SCHWEIN F. X. BECHERER 
Retiring President Secretary 


business battle.” “I am afraid,” he said, 
“that some dealers are getting into a 
rut because they think they have 
nothing to do. We need some sort of 
a stiffener in our toes, so we can get 
back upon them,” he declared. Presi- 
dent Weinel, in concluding his remarks, 
asked members to remember that “He 
that endureth to the end shall be 
saved.” 

Secretaries W. V. Jeans of the farm 
equipment association, and F. X. 
Becherer of the hardware association. 
reviewed the activities of their respec- 
tive associations during the past year. 

On the program as an “Executive 
Session” the doors were left wide open 
at the meeting of farm equipment deal- 

(Continued on page 78) 
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TEEGARDIN PRESIDENT 
OF STOLLBERG HDW. CO. 


E. E. Teegardin, who has been 
an official of the Stollberg Hard- 
ward & Paint Co., Toledo, Ohio, 
wholesale distributors, for more 
than 33 years, has been elected 
president to succeed the late 
William F. Stollberg. Mr. Tee- 
gardin is well known to hard- 
ware wholesalers and manufac- 





E. E. TEEGARDIN 


turers throughout the country 
and has been active at the major 
conventions for many years. 
James C. Meyers, now vice-presi- 
dent of the company, has been 
with the organization for more 
than two years. For 15 years he 
was sales manager for Gendron 
Wheel Co., Toledo, Ohio. Don. 
C. Sherrick, the new secretary- 
treasurer, who was formerly with 
the Merrell Co., has been with 
the Stollberg organization for 
more than two years. 

Mr. Meyers and Attorney 
Harry W. Morgan were named as 
directors. Directors reelected in- 
clude: A. B. Caple, E. H. Vess, 
Nelson W. Graves, John Mandler, 
L. K. Hull and Mr. Teegardin. 

Mr. Teegardin stated at the an- 
nual meeting, at which time the 
elections were held, that a vigor- 
ous sales policy was being put 
forth. He pointed out that the 
company had been increasing its 
sales force during the past two 
years. 


OFFERS PLAN FOR USE 
OF SURPLUS GRAIN 


The Research Division, Key- 
stone Steel & Wire Co., Peoria, 
1933 
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Ill., has issued a pamphlet on the 
“Beshers Plan for Boosting Farm 
Prices by Using Up Surplus 
Crops.” The Beshers plan pro- 
poses legislation to provide that 
“liquid fuel used in internal com- 
bustion engines shall be blended 
with a given percentage of alco- 
hol, made from agricultural prod- 
ucts, grown within continental 
United States.” The Keystone 
company urges agitation for the 
adoption of the Beshers Plan and 
gives reasons why such a plan 
would be, in its estimation, of 
value as a trade stimulus. A 
two-color poster has been issued 
calling attention to the folder. 


NATIONAL BASEBALL 
STARTS ON APRIL 1 


Opening of the sandlot play- 
ing season will be observed dur- 
ing the week of April 1 to 8, des- 
ignated as National Baseball 
Week. This period is annually 
set aside by manufacturers and 
distributors of baseball goods to 
focus public attention upon the 
resumption of the game and to 
encourage a greater participation 
in baseball by boys. 

Special window displays fea- 
turing baseball goods will be 
shown by many hardware and 
sporting goods dealers during the 
week, and emphasis also will be 
laid upon baseball equipment in 
retail advertising. 

Cash prizes and trophies for 
the best window displays and 
newspaper advertisements by 
dealers during National Baseball 
Week are being offered by The 
Sporting Goods Dealer, a trade 
publication, St. Louis. Full par- 
ticulars of the contests, which 
are open to all stores handling 
baseball goods, will be supplied 
to dealers by the sponsors of the 
competition. 


G. L. LACHER TALKS TO 
HARDWARE BOOSTERS 


An appraisal of foreign trade 
in relation to business recovery 
was given in the talk of G. L. 
Lacher, managing editor, The 
Iron Age, at the Feb. 25 meet- 
ing of the Hardware Boosters, 
held at the Hardware Club, New 
York City. Mr. Lacher stated 
that the United States is a far 
more important customer of for- 
eign nations than they are of this 
country and said, “The way to 


“manufactured products. 





help the world is to import more 
non-competitive raw materials 
rather than more competitive 
But we 
can do this only if we preserve 
the earning power of the fac- 
tories and wage-earners that con- 
vert the raw materials.” 

The meeting was conducted by 
President John Tracy. 


MAYHEW BUYS 
F. A. GOODELL CO. 


J. B. Parsons, president, May- 
hew Steel Products Corp., Shel- 


burne Falls, Mass., has  an- 
nounced that his organization 
has purchased the equipment, 


dies and goodwill, etc., of F. A. 
Goodell Co., former manufactur- 
ers of glass cutters. The Goodell 
family were pioneer manufactur- 
ers of steel wheels for glass pur- 
poses, and the processes and ex- 
perience gained through several 
generations in that field will be 
utilized by the Mayhew company. 


N. Y. PAINT CLUB HAS 
BUSINESS SESSION 


One hundred forty-five mem- 
bers and guests attended the 
March 10 meeting of the New 
York Paint, Oil & Varnish Club, 
held at the Commodore Hotel, 
New York City. President Ralph 


M. Roosevelt, who conducted the 


meeting, called for various com- 
mittee reports and introduced 
guests from other local clubs. 


Ralph H. Everett gave a report 
on the activities of the publicity 
committee of the Save-the-Sur- 
face Campaign and stated that 
the committee planned to en- 
large its work. 

Four young men, who had re- 
ceived the club’s scholarships in 
Pratt Institute, spoke briefly of 
the courses they pursued under 
the organization’s plan. Secre- 
tary R. C. Boggess reported on 
the recent Shannon investigation 
on government competition with 
private industry and said that the 
manufacture of paint was one of 
the activities which the investiga- 
tion committee had recommended 
be discontinued in navy yards, 
etc. 

Professional entertainment fol- 
lowed the business session. 


TOM GROGAN AGAIN 
HEADS BROOKLYN 
ASSOCIATION 


Thomas Grogan was reelected 
president of the Brooklyn Hard- 
ware Association at its March 9 
meeting in the Johnston Build- 
ing, Brooklyn, N. Y. Vice-Presi- 
dents P. J. Platz and M. Tarzian 
were also chosen to serve another 
year, as was Treasurer Henry F. 
Bond. Ralph Allen, Diamond 
Expansion Bolt Co. salesman, 
was elected secretary filling the 
vacancy caused by the resigna- 
tion of H. R. Conner, Behr-Man- 
ning Co., whose business duties 
prevented him from carrying on. 
Mr. Allen is also secretary of the 
Hardware Square Club. W. E. 
Smith and W. H. Giesler were 
selected as directors to serve for 
two years. 

The feature of the evening was 
a talking motion picture film fur- 
nished by American Wire Fab- 
rics Corp. This part of the pro- 
gram included a Sportlight reel, 
animated cartoon and a merchan- 
dising story showing how Jim 
Spencer, a modern young hard- 
ware merchant, conducts his busi- 
ness. The film feature was han- 
dled by F. E. Beiring of the 
American Wire Fabrics Corp. 

The association’s attorney, 
George Brennan, told of current 
insurance problems and of recent 
lawsuits he was handling for mu- 
tual policyholders. H. A. Cor- 
nell reported on the recent suc- 
cessful Metropolitan Hardware 
"Dinner, and R. J. Atkinson han- 
dled the question box discus- 
sions. Brief remarks on current 
conditions, sales and other tax 
measures were made by Charles 
J. Heale, editor, Harpware AGE. 

There were about 35 dealers 
present. 


LAMBERTON TAKES ON 
ADDITIONAL LINES 

Fred A. Lamberton, 942 Syn- 
dicate Trust Building, St. Louis, 
Mo., representative of Utica Cut- 
lery Co., Utica, N. Y, and Upson- 
Walton Co., Cleveland, Ohio, 
manufacturers of tackle blocks, 
etc., now represents Kingston 
Products Corp., Kokomo, Ind., 
and the Consolidated Electric 
Lamp Co., Denvers, Mass., as 
well. For the Kingston com- 
pany he is handling Kingston 
roller skates and electric toy 
ranges, as well as Velva Craft 


and Velva Doll. 
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W. C. KELLY PASSES 


Well-Known Manufacturer Succumbs to Heart Fail- 
ure March 2 — Was 83 Years Old — Active Until 


Death—Was Chairman American Fork & Hoe Co. 


The sudden death from heart 
failure of W. C. Kelly marks 
the passing of one of the oldest 
and most widely known Ameri- 
can hardware manufacturers. 
He died March 2 at his home in 
Charleston, W. Va., at the age 
of 83 years. Mr. Kelly was in- 
ternationally known as a manu- 
facturer of axes and other edge 
tools and enjoyed a well deserved 
reputation for aggressive policies 
and for fair dealing. His passing 
is a distinct loss to the hardware 
industry to which he contrib- 
uted so richly. Active right up 
until his sudden death, Mr. 
Kelly was chairman of the board 
of the American Fork & Hoe Co., 
Cleveland. Ohio. 

In 1850 Mr. Kelly was born 
into the iron and steel business 
and was raised in its atmosphere. 
His father, William Kelly, was 
one of the foremost of the early 
iron and steel makers of the 
United States; the discoverer of 
and the first to make and market 
steel produced by the so-called 
Bessemer Process, which revolu- 
tionized steel making. 

In 1874 Mr. Kelly started in a 
small way, manufacturing axes 
in Louisville, Ky., under the firm 
name of W. C, Kelly & Co. Frum 
this inconspicuous beginning Mr. 
Kelly became a dominant figure 
in his industry. 

When the natural gas boom of 
the late eighties developed in In- 
diana, Mr. Kelly built a large 
plant at Alexandria, Ind. Here 
the business was conducted un- 
der the firm name of Kelly Axe 
Mfg. Co. until the natural gas 
flow in Indiana dwindled. In 
1903 he moved his business to 
Charleston, W. Va., where he 
built a much larger plant to ac- 
commodate his largely increased 
volume of business. Additional 
lines were later produced at the 
Charleston plant and the firm 
name changed to Kelly Axe & 
Tool Co. 

In 1930 the Kelly Axe & Tool 
Co. was merged with the Ameri- 
can Fork & Hoe Co., with gen- 
eral offices in Cleveland, Ohio. 
Mr. Kelly became chairman of 
the board, which office he held 
at the time of his demise. 

Mr. Kelly was active up to his 
death, continuing to make his 
home in Charleston and giving 
much of his time to supervision 
at the plant where his dynamic 
energy was always a factor for 
efficiency. 

Among his other business in- 
terests, Mr. Kelly was founder 


66 








W. C. KELLY 


and president of the American 
Barge Line Co. and an impor- 
tant factor in a large southern 
company which warehouses, com- 
presses and ships cotton. The 
barge line operates a large fleet 
of towboats and barges on the 
Ohio and Mississippi Rivers 
from Pittsburgh to New Orleans 
with terminal sites at Memphis, 
Tenn.; Evansville, Ind.; Louis- 
ville, Ky.; Cincinnati, Ohio, and 
Glassport, Pa., which is near 
Pittsburgh. 

In the book, “Forty Years of 
Hardware,” published by Harp- 


wARE Ace, Saunders Norvell 
wrote of Mr, Kelly: 
“Another strong character 


that stands out in my mind in 
the hardware trade, with whom 
I have had many interesting 
business transactions, is W. C. 
Kelly of the Kelly Axe Mfg. 
Co. I consider him one of the 
most farsighted men in the 
hardware business. His an- 
cestors have been closely con- 
nected with the development of 
the steel business for genera- 
tions. Not long ago Mr. Kelly 
sent me a book about the Bes- 
semer Process. The story of 
his father’s work in developing 
this process is most interesting. 
Mr. Kelly’s knowledge of steel 
and the manufacturing of axes 
and tools is in the blood. He 
deserves no special credit for 
his wonderful achievements in 
building up his enormous tool 
business. He deserves no credit 
simply because he could not 
help it. It was a natural evolu- 
tion of the steel globules that 
course with the red and white 
corpuscles in his arterial cir- 
culation!” 

Learning of Mr. Kelly’s pass- 

ing, Mr. Norvell said: 





“One by one the great trees 
on the hill crash and leave a 
vacancy against the sky. I have 
just learned of the death of my 
old friend, W. C. Kelly, of axe 
fame. I knew him many years. 
He was an indefatigable 
worker. Even when he was the 
head of his concern he traveled 
all over the country visiting his 
customers. It was always in- 
teresting to have him call as he 
was a mine of information and 
ideas. He became one of the 
greatest tool manufacturers in 
the country. His plant at 
Charleston, W. Va., had every 
modern improvement of the ma- 
chine age. In his later years, 
Mr. Kelly became very much 
interested in transportation. 
The last time I met him he was 
just full of the possibilities of 
inland water transportation for 
heavy merchandise in this 
country. All of his many 
friends in the hardware busi- 
ness will regret his passing.” 
E. W. McCarty, himself a vet- 
eran and outstanding figure in 
the hardware industry and for a 
time vice-president of the Ameri- 
can Fork & Hoe Co., until poor 
health necessitated a rest, was 
shocked to learn of the passing 
of his life-long friend and one- 
time associate. “We have lo&st”a 
great man of strong character. 
He will be missed throughout 
hardware circles. I shall miss 
him greatly for I have always 
admired his dynamic energy, his 
knowledge and his fairness,” Mr. 
McCarthy told Harpware AcE. 
The passing of Mr. Kelly re- 
moves a prominent and much re- 
spected figure from the hardware 
industry. 


E. F. PARTENHEIMER 


Edward Frederick Parten- 
heimer, 70, treasurer and one of 
the founders of Geller, Ward & 
Hasner Hardware Co., St. Louis, 
Mo., died suddenly following a 
stroke. He had been spending 
the week-end with his brother- 
in-law at Portland, Mo., and 
seemed in good health when he 
left for his visit. After engag- 


_ing in various other business ac- 


tivities, he entered. the employ 
of Simmons Hardware Co., St. 
Louis, Mo., leaving that organiza- 
tion in 1902 to join others in 
forming Geller, Ward & Hasner. 
Mrs. Partenheimer, two sons and 
a daughter survive. 





CHARLES D. ALEXANDER 


Charles D. Alexander, 67, 
president Emery Waterhouse Co., 
Portland, Me., hardware whole- 
salers, was found dead at his 
home on Feb. 20. It is believed 
Mr. Alexander took his own life 
in a moment of despondency 
over his ill health. 





WILLIAM R. HILL 


William R. Hill, president and 
general manager of Sargent & 
Greenleaf, Inc., Rochester, N. Y., 
died February 6 at the age of 66, 
following an illness of two 


months. Mr. Hill went to Ro- 





W. R. HILL 


chester in July 1923 to become 
president of Sargent & Greenleaf. 
His first business experience was 
with Sargent & Co., New Haven, 
Conn., hardware manufacturers, 
for whom he later became a 
salesman. Later he became gen- 
eral sales manager for Yale & 
Towne Mfg. Co., Stamford, 
Conn., which position he held 
for twenty-two years. Subse- 
quently he went with the Isko 
Co., in Chicago, Ill., as vice 
president. 

Mr. Hill, who was an authority 
on builders’ hardware, was a di- 
rector of the Armstrong Cork 
Co., Lancaster, Pa., Sargent- 
Keating Co., New York City and 
the Kurlash Co., Rochester, N. Y. 
He was a former president of 
the New York Sales Managers 
Club and the American Society 
of Sales Executives as well as a 
amember of the Chamber of Com- 
merce, Rochester Sales Managers 
Club and various country clubs. 
Mrs. Hill, a daughter, four sons 
and three brothers survive. 





EDWARD PIDGEON 
Edward Pidgeon, 71, North- 
port, N. Y., formerly in the 
plumbing and hardware business 
died March 2. In addition he was 
a banker and a publisher. 





LOREN B. WARD 


Loren B. Ward, for more than 
twenty-eight years connected with 
Pike Mfg. Co., Pike, N. H., died 
March 2 at his home in Dayton, 
Ohio, at the age of fifty-one. 
After various positions with the 
Pike company he started selling 
its lines, chiefly in Michigan, 
Ohio, Indiana and Kentucky, 
where he worked for twenty years. 


HARDWARE AGE 
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All Goodyear Lawn Hose Is 
Made with Cotton Cord 
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Sell an Extra Length 
for 


Home Fire Protection 


and garden hose to suit every need and purse. 


When you sell Goodyear hose, you have the satisfac- 
tion of knowing your customers will be satisfied. 


Goodyear Emerald Cord, for example, is the finest 
hose that’s made—built up of double braids of double- 
double cords, tough, flat-ribbed abrasion-resisting 
cover, light weight, kinkless, handsome and strong. 


-A new companion quality hose in the Goodyear line 


this Spring is Goodyear Supertwist Cord Hose, bodied 
with the extra resilient, extra durable cord that Good- 
year developed for its famous tire construction. Super- 
twist Cord hose is very light, resistive to kinking, and 
ideal for handling by women and children: 


Order your stock of Goodyear Hose without delay. It 


is being nationally advertised to consumers now. 


Other Goodyear quality lawn and 
garden hose are Wingfoot, Glide, 
Pathfinder and Elm brands 
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R. C. FERGUSON 


Russel C. Ferguson, for more 
than twenty years direct factory 
representative for Savory, Inc., 
Newark, N. J., in the Pacific 
Coast territory, died Feb. 12. Mr. 
Ferguson, who was well known 
to the Pacific Coast trade, was 
associated with a manvfacturers’ 
agent on the Pacific Coast until 
he became representative of Sa- 
vory, Inc. Except for several 
months, when he made his head- 
quarters in San Francisco, Calif. 
Mr. Ferguson had his offices in 
Seattle, Wash. 


MORRIS PROPP 


Morris Propp, 48, president, 
Noma Electric Corp., New York 
City, manufacturers of electric 
decorative products, died Feb. 
22. He was one of the first 
manufacturers of electrical spe- 
cialties and founded in 1900 the 
M. Propp Co., which was later 
merged with other companies. In 
1931 he became a director of the 
Noma Corp. and a few months 
later he was elected president of 
the concern. 

W. C. BARTH 

William C. Barth formerly a 
hardware dealer in Corona, 
Calif., died recently at his home 
in Long Beach, Calif. Although 
living in Long Beach for the 
past years he continued to be 
active in business affairs in 
Corona. He was in the hard- 
ware business in Corona, for 
many years, as a partner of E. A. 
MacGillivary. 


W. W. WOODWARD, JR. 


William W. Woodward, 60, 
Newton, N. J., hardware dealer 
died recently after two years of 
poor health. The W. W. Wood- 
ward Hardware Co., Inc., of 
which he was president, was 
founded in 1856 by his father 
William W. Woodward, Sr. 


HENRY H. WALLIS 


Henry H. Wallis, for more than 
twenty-five years Chicago, III, 
representative of Coldwell Lawn 
Mower Co., Newburgh, N. Y., 
died recently after an illness of 
several days. 


GEORGE HOWARD WILCOX 


George Howard Wilcox, co- 
founder, Wilcox Bros. hardware 
firm in Windsor, Mass., died 
recently at his home. He and his 
brother entered business fifty- 
five years ago. 





HARRY D. AMMON 


Harry D. Ammon, 52, propri- 
etor, Belmont Hardware Co., 2422 
S. Smithville Rd., Dayton, Ohio, 
died recently. 
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MOVE MOHAWK ASPHALT 
HEATER CO. PLANT 


The plant of the Mohawk As- 
phalt Heater Co. has _ been 
moved from Schenectady, N. Y., 
to Frankfort, N. Y. Offices of the 
company, as well as the plant, 
are now located in a modern con- 
crete and steel building, which 
also has showroom and ware- 
house facilities. The company 
manufactures power and hand- 
spray outfits, septic tanks, roof 
brackets, oil-burning torches, as- 
phalt heaters, etc. 





JOBBERS’ SALESMAN 
BECOMES A LAWYER 


Ernest G. Utter, a former sales- 
man in the Central Illinois ter- 
ritory for Hibbard, Spencer, 
Bartlett & Co., Chicago, Ill., and 
for the Simmons Hardware Co.. 





ERNEST 6G. 


UTTER 


St. Louis, Mo., in northern Wis- 
consin, upper Michigan, and 
later in the northwest side of the 
city of Chicago, has been admit- 
ted to the Illinois State bar. On 
Jan. 17 Mr. Utter opened law 
offices in his home town, Rush- 
ville, Til. 

Mr. Utter’s inspiration to study 
law came from one of Saunders 
Norvell’s articles that appeared 
in HarpwareE AcE a few years 
ago. In the article referred to, 
Mr. Norvell had stressed the fact 
that every business man should 
know law. In gaining his legal 
education Mr. Utter sold hard- 
ware by day and attended eve- 
ning sessions of the John Mar- 
shall School of Law, Chicago, II. 

Although Attorney Utter will 
no longer be actively engaged in 
the hardware industry, he expects 
to maintain his interest in hard- 
ware matters through a careful 
perusal of each issue of Harp- 
WARE AGE. 


GEORGE VITS, JR., GETS 
NEW ASSIGNMENT 


George Vits, Jr., son of the 
president of Aluminum Goods 
Mfg. Co., Manitowoc, Wis., will 
take over the company’s Rocky 
Mountain territory with head- 
quarters in Denver, Colo. Mr. 
Vits, who succeeds the late Ar- 
thur W. Trost, has had experi- 
ence in the production of alumi- 
num and for several years has 





been a member of the sales or- 
ganization of the Aluminum 
Goods Mfg. Co. home office. He 
holds a transport pilot’s license. 


SUTPHEN REPRESENTS 

BUSCH & THIEM CO. 

Victor M. Sutphen, 200 Church 
St., New York, has been ap- 
pointed as sales representative for 
the Busch & Thiem Co., San- 





the 


makers of 
Handy Grip sandpaper holder. 


dusky, Ohio, 


TWO FIRMS REQUEST 

HARDWARE CATALOGS 

The Katonah Lumber, Coal & 
Feed Co., Katonah, N. Y., and 
the Dain Supply Co., Lake Maho- 
pac, N. Y., would like to receive 
catalogs on hardware and allied 
lines. 





BUSINESS BRIEFS IN THE HARDWARE FIELD 


C. L. Keyser has purchased the 
Archibald Hardware Co., Bel- 
laire, W. Va. 


Fire recently damaged half a 
dozen business places in Minden. 
La., including the Minden Hard- 
ware Co. 


Paul K. Thiery has opened a 
hardware store in Newcastle, 
Ind., on the corner of Broad and 
15th Sts. 


Fire recently did considerable 
damage to the hardware store of 
Scott & Carmine in Onancock, 
Md. tle 





Jacob Alpert has leased the 
store at 2536 Marion Ave., The 
Bronx, New York City, for a 
general hardware and plumbing 
supply business. 


The Fulton Hardware Shop, 
10 4th Ave., Brooklyn, N. Y., was 
recently slightly damaged by 
smoke from a fire in a clothing 
store next door. 


The hardware store of W. T. 
Breeze, Brooksville, Ky., now 
uses the second floor of the 
building, in which it is located, 
for surplus stock. 


John C. Guy, formerly with 
the Bain Hardware Co., Lexing- 
ton, Ky., is managing the new 
Cash Hardware Store at 560 E. 
3rd St., in that city. 


W. H. Duncan has retired 
from the firm of Welch & Dun- 
can, Two Harbors, Minn., hard- 
ware retailers. C. E. Welch his 
former partner will continue the 
business. 


Sochs Hardware, Fredonia, 
N. Y., was recently damaged by 
fire which swept several other 
business houses. Damage to the 
building and stock is partially 
covered by insurance. 





Charles T. Piehl has purchased 
the hardware business of Eichen- 
ger & Van Deventer, Batavia, 
N. Y. Mr. Piehl moved the busi- 
ness from 104 Main St. to 86 
Main St. 





Cleighton Mosher has opened 
the Franklin Hardware Co., Ltd., 
5909 Franklin Ave., Hollywood, 
Calif. For the past year he was 
associated with the Bass-Hueter 
Paint Co., paint distributors. 


J. Sipkin & Sons, Yonkers, 
N. Y., distributors of hardware, 
plumbing, electrical, janitor’s 
and stove supplies, has moved 
from 129 Riverdale Ave., to 88 
Riverdale Ave., in the same city. 


S. Brown has opened a branch 
store of Brown Hardware Co. at 
370 Forrest Ave., W., New Brigh- 
ton, Staten Island, N. Y. The 
main store is located at 1157 Cas- 
tleton Ave. in the same section. 





Hub Hardware Co., Inc., 
wholesale distributors and _ re- 
tailers, has moved from Farm- 
ville, N. C., to Goldsboro, N. C. 
The company is handling a com- 
plete line of hardware under the 
management of A. C. Hodges. 


Gould & Nowlen, Bath, N. Y., 
hardware firm was recently in- 
corporated. Officers of Gould & 
Nowlen, Inc., are: President, 
George F. Nowlen; vice-presi- 
dent, J. R. Brundage, and John 
A. White, secretary - treasurer 
and general manager. 


Harry D. Workman recently 
purchased the interest of George 
W. Dudley in the firm of George 
W. Dudley Hardware Co., Tis- 
homingo, Okla., in which he was 
a co-partner. Mr. Dudley died 
on February 18. Mr. Workman 
will hereafter operate the busi- 
ness as Dudely Hardware Co., 
operating under the same policies 
of business as in the past. 


HARDWARE AGE 
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A GLANDULAR 


FOOD } Or i | 
TROPICAL 4 ae 


FISH 














You double’ your money on every sale 


CASH IN 


on the hobby for Tropical Fish. 
It’s big and it’s profitable. And 
Glandex will help you because 
it makes it simple and easy to 
feed fish. 








RRS Oo a aR 


BURNETT’S BIRD FOODS 
and REME ena 


Unexeelied Bird Food Bird Wash 

Bird Seed D D lerrhoes Tablets 
Bird Gravel Louse Powder 
Bird Teeth Bird Salve 

Cod Liver Oj! Bird Bird Baim 


Nesting 


Nests 

Mocking Bird Feed 
Polly’s Nut Mixture 
Parrot Tonic 

Love Bird Seed Mix- 


ture 
— and Poultry 
onie 


Lightning Song Re- 
8 

Moulting Food 

Color Food 





ep 

Charcoal 

Cuttle Fish Bone 

Seng Toy 

Bird Tonic 

SCORER? atl grease 
nd REMEDI 


Turtle Foo 


Glan d 
Natural Fish Food Ich ane - 7 Tonic 





Tropical Foed and Rem 

it Eggs Fish Lise ona Hydra 

Seet-0 Remed 

phal Parasite Remed: 
Japanese F Medicated Cone 
Shrimp Food Aquarium Cement 
Infusoria a Prepared Aquarium 
Wafer Foo Cement 





BURNETT 


GLANDEX ae so 


217 Plame St., Newark, N. J. | aw... cece. itl ia oa 


BURNETT’S, INC. 


MARCH 16, 1933 


Here’s the product Tropical Fish fanciers have long wanted. And 
that dealers can cash in on. Here’s GLANDEX! 


GLANDEX is a complete, natural food, in proper balance, consisting 
of endocrine glandular elements. Has every element necessary to 
produce normal growth, and every property of live food, thus making 
it unnecessary to feed such food. 


GLANDEX brings out the natural colors that rarely show in aquarium 
fish. Induces greater fertility and power to produce bigger spawns. 
Grows a decidedly noticeable layer of healthy fat which protects 
against disease. Builds firm bodies, purifies the blood and aids 
digestion. Does not absorb liquid in the stomach. 


Contains protein, carbohydrates and fat. Abundant in Vitamins A, B, 
D and E. Good for both Tropical and Gold Fish. 


Here is a modern scientific food, the result of 15 years experimenta- 
tion. The only glandular food on the mafket. Four grades: Fine, 
Medium, Coarse. Also Tonic (for fish under treatment, or recuperat- 
ing from illness.) Prepared exclusively by Burnett’s. 


* There’s big profit in GLANDEX for you. Suggested retail price, 
25c per tin. Costs you $1.50 per doz. delivered. ($1.40 per doz. 
f. o. b. Newark, N. J.) Subject to regular discounts for quantity. You 
double your money on every sale. 


Send the coupon now. 


FREE SAMPLE For your own use—so that you can 


“see for yourself’—we will be pleased 
to send you a free sample of GLANDEX. Use the coupon. 


MAIL THIS COUPON 


1 


BURNETT’S, Inc., Dept. H-3. 217 Plane St., Newark, N. J. 


Send me ........ doz. of GLANDEX @ $1.50 per doz. 
| and bill me (_ ) Direct, or 
( > TRUE FEMME, escccsccccccccccscocsoss 


jobber’s name 


Send me a free sample of GLANDEX, grade ... 


eeeeees 


eeeeeee 





A. C, BISSELL 


LIONEL CORP. TO HAVE 
CHICAGO BRANCH 


The Lionel Corp., New York 
City, manufacturers of Lionel 
‘electric trains, accessories and 
“Multivolt” transformers, will 
open on June 1 a permanent all- 
year-round office, showroom, 
service station and warehouse in 
the Garland Bldg., Wabash and 
Washington Sts. The new office 
will be in the Loop section of 
Chicago, Ill., under manage- 
ment of A. C. Bissell as district 
sales manager. Mr. Bissell, who 
has been with the Lionel Corp 
for 16 years, will have a staff of 
salesmen covering the Middle 
West under his supervision. 

Arthur Raphael, for many years 
sales manager for Lionel Corp., 
is now vice-president in charge 
of sales. He will operate from 
the New York office and will be 
in direct supervision of the va- 
rious sales offices throughout the 
country. Fred Jones continues to 
operate the Southern office in the 
Rhodes Haverty Bldg., Atlanta, 
Ga. M. Sweyd & Son will con- 
tinue in charge of the San Fran- 
cisco and Western territory. 
Mark Harris, formerly of the 
Ives Corp., is now a member of 
the Lionel staff and will special- 
ize in premium and chain-store 
activities. J. Otis, formerly of 
the Ives staff, will now contact 
New England for the Lionel 
staff. 

The Lionel Corp., having ab- 
sorbed the Ives Corp., will now 
manufacture the Lionel-Ives line 
of mechanical trains as well as 
the Lionel-Ives line of low-priced 
electric trains. Showrooms of 
the Ives Corp. have been trans- 
ferred to the Lionel headquarters 
at 15 E. 26th St., New York City. 





BALTIMORE PAINT CLUB 
CLEAN-UP CAMPAIGN 
At the February meeting of the 

Baltimore Paint, Oil & Varnish 

Club, held at the Southern Hotel. 

Baltimore, Md., plans for the 

annual clean-up and paint-up 

campaign were discussed. C. 
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A. RAPHAEL 





MARK HARRIS 








Burch Athey, C. M. Athey Paint 
Co., chairman of the Baltimore 
clean-up and paint-up campaign, 
reported on a visit he had made 
with H. B. Davis, secretary, Bal- 
timore Paint & Varnish Produc- 
tion Club, to Philadelphia to 
check on the work bé@ing done 
there in connection with the 
“renovize” campaign. 





HILO VARNISH ELECTS 

TWO NEW DIRECTORS 

The Hilo Varnish Corp., Brook- 
lyn, N. Y., elected at its recent 
annual meeting Theodore H. 
Kleine and Patrick B. Healy as 
directors. Mr. Kleine has been 
with the Hilo organization snice 
1912 during all of which time 
his activities have been in the 
credit department of which he is 
now manager. He is also a di- 
rector in the Paint Allied Indus- 
tries Group of the New York 
Credit Men’s Association. Mr. 
Healy is an attorney and is a 
son-in-law of the late John H. 
Schumann, former chairman of 
the board of the Hilo Varnish 
Corp. 


PEARSON REPRESENTS 
THE PAINE CO. 


Claude A. Pearson, 163 Sec- 
ond St., San Francisco Calif., has 
been appointed as representative 
of The Paine Co., Chicago, IIl., 
manufacturers of hardware, elec- 
trical and plumbing specialties. 
He will cover the San Francisco 
territory. 


KEYSTONE BRANCH 
MOVES INTO LARGER 
QUARTERS 


The Los Angeles, Calif., branch 
warehouse and office of Keystone 
Steel & Wire Co., Peoria, IIl., has 
been moved from 1939 E. 16th 
St. to 146-148 N. Los Angeles 
St., a more central location. C. 
P. Stapleton, west coast manager 
for Keystone Steel & Wire Co., 
is in charge of the branch, which 
occupies a two-story and base- 
ment building having 20,000 sq. 
ft. of floor space. 








DIESEL IS PRESIDENT OF 
SARGENT & GREENLEAF 


W. F. Diesel has been elected 
as president of Sargent & 
Greenleaf, Inc., Rochester, N. Y., 
succeeding the late William R. 





W. F. DIESEL 


Hill. Mr. Diesel has been with 
Sargent & Greenleaf for forty 
years. He started in the fac- 
tory, working his way up to the 
position of works manager. In 
1921 he was elected a director, 
and in 1923 became vice-presi- 
dent and treasurer. C. W. Quinn 
is now vice-president and treas- 
urer, while James G. Dale is sec- 
retary. 

Directors elected at the annual 
stockholders’ meeting are: 
Messrs. Quinn, Dale, Diesel, John 
W. Force, Gerrit D. Hill, Eric 
Tressing and J. Fenn Smith. 





ADDS HARDWARE LINES 


The Munro Motor Co., Rolla, 
N. D., is adding hardware lines 
to its garage business. The new 
hardware department will occupy 
the front part of the garage 
building. John Munro in part- 
nership with the late John Kyle 
started a hardware store in Rolla 
in 1888 and continued in that 
business until 1900 when he sold 
out to enter the machinery and 
automobile businesses. 


CLEVELAND PAINT CLUB 
SPRING CAMPAIGN 


At the recent meeting of the 
Cleveland Paint, Oil & Varnish 
Club plans for the spring clean- 
up and paint-up campaign were 
discussed. W. T. Alpers, chair- 
man; E. T. Holmes and C. A. 
Gehring were appointed as a com- 
mittee to consult with the board 
of directors for formulation of 
the campaign activities. Warren 
Wade, National Broadcasting Co.. 
spoke on the history of commer- 
cial radio programs and told of 
humorous incidents arising dur- 
ing broadcasting. 





DEALER ROBBED 

Cornelius Huizinga, 71, a hard- 
ware dealer at 743 Division Ave. 
S., Grand Rapids, Mich., was re- 
cently slugged and robbed in his 
store. The robber struck Mr. 
Huizinga on the head, after re- 
questing a piece of glass. As 
Mr. Huizinga was getting the 
glass he was attacked and robbed 
of $6, but the thief did not touch 
the cash register. 


VONNEGUT HARDWARE 
OPENS NEW BRANCH 
Vonnegut Hardware Co., In- 

dianapolis, Ind., will open an- 





_|.other branch store at 4221 Col- 


lege Ave. The new branch has 
a frontage of forty-two feet and 
ample parking space at the rear. 
The building is being remodeled. 


LOUISVILLE PAINT CLUB 
CLEAN-UP CAMPAIGN 
Plans for the clean-up paint- 

up program of the Louisville 

Paint, Oil & Varnish Club were 

discussed at the recent meeting 

of the club, held at the Brown 

Hotel, Louisville, Ky. H. A. Fitz- 

patrick, chairman of the com- 

mittee, reported on the plans for 
this year’s campaign. A com- 
mittee was named to study the 

financing of the campaign. C. 

B. Kirzwell reported on plans for 

the reestablishment of the paint 

and varnish division of the Louis- 
ville Credit Men’s Association. 








ACQUIRES BUSINESS 


Howard H. Bailey, for many 
years a partner in the firm of 
Stahl & Bailey, Larue, Ohio, 
hardware dealers recently pur- 
chased the store from Paul J. 
Tobin, receiver. Mr. Bailey was 
a clerk for the store for several 
years and later became a part 
owner of the business as well as 
its manager. 

NEW YORK WIRE CLOTH 
CO. MOVES OFFICES 

The New York Wire Cloth Co.. 
formerly of 342 Madison Ave., 
New York City, is now located 
at 500 Fifth Ave., New York 





City. 
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— THERE IS THE READY SALE | he “ 57" File—for the farmer and gardener 


—the handiest of all abrasive tools— 


for ( AR R BRAND N D UM sharpens mower section knives—edges hoes, 
QI TX 


REQ. U. 8. PAT. OFF. spades—sharpens every farm tool that is to be 
Ml Ml 
5/7 F | [ EF S sharpened. 
And Carborundum and Aloxite Brand Scythe 
AND CARBORUNDUM-MADE Stones—faster cutting—longer lived—long the 


SCYTHE STONES standard the country over. 


Order now, from your jobber or direct, for 


Spring delivery. 





< > 
THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


CANADIAN CARBORUNDUM CO., LTD., NIAGARA FALLS, ONT. 





Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids, Toronto, Ont. 


The Carborundum Co., ltd., Manchester; England Deutsche Carborundum Werke, Reisholz bei Dusseldorf, Germany 


( ARBORUNODUM AND ALOXITE ARE REGISTERED TRADE MARKS OF THE CARE 
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NUTMEGGERS’ AND DEALERS’ JOINT PARTY 
WAS USUAL ENJOYABLE AFFAIR 


In keeping with the precedent 
of many years, the Nutmeggers’ 
and Dealers’ joint party and ban- 
quet was held in connection with 
the 30th annual convention of 
the Connecticut Hardware Assn., 
at the Stratfield Hotel, Bridge- 





E. G. SWIFT 


port, Conn., Friday evening, Feb. 
22, the opening day of the con- 
vention. Both the banquet and 
entertainment features were up 
to the usual high standards of 
former years, and the 158 Nut- 
meggers, hardware associates 
and friends who were present re- 
ported a most enjoyable time. 
Seated with the toastmaster 
G. L. Cobleigh, Behr-Manning 
Corp., retiring president of the 
Nutmeggers, as honored guests 
were: Wm. L. Thorpe, North 
Haven, Conn., retiring president. 
and Chas. F. Freeman, Branford 
Conn., secretary, Connecticut 
Hardware Assn.; Horace P. Aik- 
man, Casanovia, N. Y., N.R.H.A. 
director; Chas Lindquist, Bridge- 
port, Conn., chairman, commit- 
tee on arrangements; H. F. Sul- 
livan, A. G. Spalding & Bros. 
vice-president-elect of the Nut- 
meggers; Edward G. Swift 





manufacturers’ agent, president- 
elect of the Nutmeggers; Elliott 
C. Paddock, Greenfield Tap & 
Die Corp., chairman, entertain- 
ment committee; Chas. J. Heale 
editor, Harpware AGE, repre- 
senting the New York Hardware 
Boosters, and Harry Clark, radio 
merchant, Brooklyn, N. Y. 

The banquet was followed by 
a revue staged by the Kohlmeier 
Entertainment Bureau, New 
York, N. Y. In arranging the 
entertainment Chairman Paddock 
was assisted by: Chas. F. Galla- 
gher, Great States Corp.; J. T. 
McCulloch, Robeson-Rochester 
Corp.; Carlton S. Phillips, L. S. 
Starrett Co., and’ Wm. A. Pur- 
tell, Holo-Krome Screw Corp. 

On the morning following the 
banquet and party the Nutmeg- 
gers held their annual meeting 
and elected the following officers 
for the ensuing year: President 
Edward G. Swift, manufacturers’ 
agent; first vice-president, H. F. 
Sullivan, A. G. Spalding & Bros.; 
second vice-president, E. C. Pad- 
dock, Greenfield Tap & Die Corp. 
and secretary-treasurer, E. C. 
Sullivan, Holo-Krome Screw Corp. 

Directors chosen for three- 
year terms were: Howard M. 
Knapp, Corbin Screw Corp; Felix 
B. Atwood, Osborn Mfg. Co.; 
Wm. W. Woodruff, Page, Steele 
& Flagg Co., and Harold W. Mur- 
ray, American Steel & Wire Co. 
Roland H. Osgood, Pittsburgh 
Plate Glass Co., was named a 
director for a one-year term 
while Past Presidents G. L. Cob- 
leigh and C. S. Phillips, L. S. 
Starrett Co., automatically be- 
came members of the board. 

Before adjourning the Nut- 
meggers voted to make the 1933 
dues for the organization $7.50 
and also established the date of 
their next meeting as Wednes- 
day evening, March 8, at the 
City Club, Hartford, Conn. 





BRADSTREET & DUN 
CONSOLIDATE 

An agreement has been made 
for the consolidation of the busi- 
ness of R. G. Dun & Co. and 
The Bradstreet Co. by the ac- 
quisition by R. G. Dun & Co., 
New York City of all assets and 
business of The Bradstreet Co. 
and its subsidiaries, which be- 
comes effective as soon after 
March 1 as legal proceedings 
have been concluded. The Dun 
company was founded in 1841 
while the Bradstreet organization 
began its business activities in 
1848. Since their founding both 
organizations have performed 
substantially identical functions, 
causing a duplication of expense 
to the subscribers using both 
services. At the conclusion of 
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the requisite legal steps the 
name of R. G. Dun & Co. will be 
changed to Dun & Bradstreet, Inc. 
The present officers of the R. 
G. Dun Corp. will continue in 
charge of the administration of 
the affairs of the company 
under its new name. Officers 
are: A. D. Whiteside, president; 
C. E. Terrell, vice-president; A. 
W. Ferguson, vice-president and 
treasurer and T. W. Cunliffe, sec- 
retary. The board of directors 
will be increased from twelve to 
fifteen members, and three di- 
rectors will be elected to repre- 
sent the Bradstreet interests. 





LADIES ENTERTAIN 
OMAHA HARDWARE CLUB 
The Ladies’ Auxiliary of the 
Omaha Hardware Club recently 





entertained members of the club 
at a dinner held in the lunch 
room of the Paxton-Gallagher 
Co., Omaha, Neb., at which A. 
J. Williams, president of the 
company, was host. A general 
discussion was held in reference 
to a letter from George W. Dietz, 
secretary-treasurer, Nebraska Re- 
tail Hardware Association, con- 
cerning utility bills before both 
houses of the Nebraska legisla- 
ture. 


FUNKE TO REPRESENT 

TWO NEW PRODUCTS 

Erwin H. Funke, 41 Unior 
Square, New York, N. Y., direct 
factory representative for several 
cutlery, tool and hardware manu- 
facturers, has been appointed 





E. H. FUNKE 


exclusive selling agent in the 
Metropolitan district for the 
Hoover Rain Square sprinkler 
manufactured by the Hoover 
Steel Ball Co., Ann Arbor, Mich. 

Mr. Funke will also handle 
sales in the same territory of 
the Van self-cleaning rake, made 
by the Sundstrom Pressed Steel 
Co., Chicago, Il. 





COCKE MANAGES MILLER 
DOLL SALES DISTRICT 


L. L. Cocke, ‘well known to the 
doll trade, has been appointed di- 
rector of sales for the “My Dolly” 
rubber-doll line of the Miller 
Rubber Products Co., Inc., Akron, 





L. L. COCKE 


Ohio, in the central district with 
headquarters in Akron and Chi- 
cago, Ill. Mr. Cocke’s district in- 
cludes 17 states. Mr. Cocke en- 
tered the doll business nine years 
ago with Bayless Brothers & Co., 
Louisville, Ky. He then went 
with the Ideal Novelty & Toy Co. 
as sales manager for the western 
division, which position he held 
for five years, prior to joining the 
Miller organization. 


R. D. BLACK MANAGES 
BLACK & DECKER SALES 


Robert D. Black has been ap- 
pointed sales manager of the 
Black & Decker Mfg. Co., Tow- 
son, Md. He has a background 
of shop experience, plus years as 
a salesman and later as branch 
manager of sales in the Penn- 
sylvania territory. Mr. Black has 
also served as advertising and 
sales promotion manager of the 
company. 





SET JULY 31 AS TENTATIVE DATE FOR SECOND 
AMERICAN HOUSEWARES EXHIBIT IN NEW YORK 


While the results of the ballot 
being taken by the American 
Housewares. Association, both 
from its exhibiting members and 
the advisory board of buyers, has 
not yet been finally announced, 
results so far are overwhelmingly 
in favor of the tentative date of 
July 31 for the second American 
Housewares Exhibit of House- 
wares, Electrical Appliances and 
House Furnishings to be held 
again at the Hotel Pennsylvania, 
New York City. A meeting will 
be called in May of the advisory 
board of buyers and the com- 
mittee of exhibitors, manufac- 
turers and their agents, to pass 





on final arrangements and de- 
tails for the exhibit. 

Chairman Leo S. Koch, of the 
manufacturers reports that ex- 
hibit applications have been re- 
ceived from practically all manu- 
facturers and manufacturers’ 
agents who exhibited last year, 
and from ones who did not par- 
ticipate in 1932. The first allot- 
ment of rooms was made from 
applications on hand at the office 
of Warner S. Hays, manager and 
secretary-treasurer, Drexel Bldg., 
Philadelphia, Pa. Those inter- 
ested in exhibiting can secure 
application blanks and _ floor 
plans from Mr. Hays. 
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TRUE copper-bearing steel is much more 
than just steel that contains some copper. 

For that reason we emphasize that 
Cambria Fence is made of steel containing 
never less than .20 per cent copper. This is 
true copper-bearing steel, offering maxi- 
mum resistance to atmospheric corrosion. 
It is made by adding exactly the required 
amount of pure ingot copper to the molten 
metal at the open-hearth—just as the vari- 
ous alloying elements are added in making 
fine automotive steels. 


CAMBR.A FENCE 
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Bethlehem Steel Company General Offices: Bethlehem, Pa. 


New York, Boston, Philadelphia, York, Wilkes-Barre, 
= Baltimore, Washington, Atlanta, Pittsburgh, Buffalo, Cleveland, Cincinnati, 
, Indianapolis, Detroit, 
\ CAMBRIA FENCI Dallas. ’ Pacific 


District Offices: 


Coast Distributor: Pacific Coast Steel Corporation, San 
Francisco, Los Angeles, Portland, Seattle, Honolulu. Export Distributor: 
Bethlehem Steel Export Corporation, New York. 





That’s why the steel in Cambria Fence 
always has the correct copper content for 
maximum rust-resistance, without the in- 
evitable variations that occur when the 
copper is derived solely from copper-content 
scrap or ore. 

And that, in turn, is why the farmer 
can depend on his Cambria Fence to re- 
main strong, serviceable, rust - defying, 
through the rains and snows of many years. 

Fence that is so good to use must 
surely be good fence to sell! 





Chicago, St. Paul, Milwaukee, St. Louis, Houston, 


Cambria Fence 


—made of ‘J'rue Copper-Bearing Steel 


73 








PROFIT 


for you in 


KLEINS 


NYONE who appreciates 
good tools calls for 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 


Klein Pliers have been 
standard with public utili- 


ties and master workmen 
—**since 1857.”’ 


Buy from Your Jobber 


cece COIL cons: 


3200 BELMONT AVE., CHICAGO 
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The Kansas and Oklahoma 
Utility Bills 


F. P. LAWRENCE & COMPANY 
RICHLAND CENTER 
WISCONSIN 
Editor Hardware Age: 


Just read “Exit,” N.E.L.A., page 33, 
February 2nd issue. 


As a member of the Legislative Com- 
mittee of the Wisconsin Retail Hard- 
ware Association, which is working on 
a Utility Bill, I would like copies of 
Bills in their States. Will you have 
same sent to me? 


B. C. DAVIS. 


Bee of the widesptead in- 


terest in the merchandising 

activities of Public Utilities in 
various States, and the several in- 
quiries similar to that of Mr. Davis 
we publish the Bills as introduced 
in Oklahoma and Kansas: 


The Oklahoma Bill 


BE IT ENACTED BY THE PEOPLE 
OF THE STATE OF OKLAHOMA: 


Section II. It shall be unlawful for 
any public service corporation in this 
State, its directors, officers, managers, 
agents or employees to engage in the 
sale of merchandise, utensils, or chat- 
tels of any sort not directly connected 
with, and necessary to the general busi- 
ness of such public service corporation 
as authorized by its charter. 


Section III. Any officer, director, 
manager, agent or employee of any 
public service corporation in this State 
who shall knowingly and willfully vio- 
late or knowingly and willfully permit 
the violating of this act shall be fined 
in the sum of not less than One Hun- 
dred Dollars nor more than One Thou- 
sand Dollars, and be imprisoned in the 
County Jail not less than one day nor 
more than twelve months, for each and 
every separate violation. 


Section IV. All acts and parts of 
acts in conflict herewith are hereby 
repealed. ; 


Section V. It being immediately nec- 
essary for the preservation of the public 
peace, health and safety, an emergency 
is hereby declared to exist, by reason 
whereof this act shall take effect and 
be in full force from and after its 
passage. 


Bill Introduced in Kansas 


HOUSE BILL NO. 144. 


BE IT ENACTED BY THE LEGIS- 
LATURE OF THE STATE OF 
KANSAS: 


Section I. From and after the first 
day of June, 1931, it shall be unlawful 
for any individual, firm or corporation 
engaged in the manufacturing, trans- 
porting, distributing of electrical cur- 
rent to engage in the manufacture, 
wholesale or retail, by sale or lease, of 
any chattel, article, commodity or man- 
ufactured product, except those articles 
which have been owned by such utility 
company in manufacturing, distributing 
or selling its utility service, or those 
articles which are the direct product 
of the business of manufacturing or dis- 
tributing said utility service. 

Section II. The Public Service Com- 
mission of the State of Kansas shall 
have the same powers in investigating 
complaints of the violation of Section I 
hereof as is provided for in Chapter 66 
of the Revised Statutes for 1923, and 
all amendments thereto. 


Section III. Any individual, firm or 
corporation guilty of violating any of 
the terms of this act shall be adjudged 
guilty of a misdemeanor and shall be 
fined not less than $100 nor more than 
$500 for every offense, and the manu- 
facturing, wholesaling, retailing, or 
leasing of each article so manufactured, 
wholesaled, retailed or leased, shall be 
held to be a separate and distinct of- 
fense; and in addition to the penalty 
herein provided, any such individual, 
firm or corporation may be enjoined 
in the District Court of any county in 
which such act is being committed by 
an action brought by the Public Service 
Commission or by -the State of Kansas, 
by and through the Attorney General 
or the County Attorney, or by an inter- 
ested person from violating further the 
terms of this Act. 

Section IV. This Act shall be in 


force and take effect from and after its 
publication in the official State. Paper. 


The latest available information 
on this matter is that the House of 
Representatives, Kansas, killed the 
utility merchandising bill in commit- 
tee. This bill was introduced as a 
counter measure to the bil] printed 
immediately above. Independent 
dealers consider this the end of the 
legislative contest and that they have 
won.—T he Editors. 
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Who 
Miakes 
it? 


Midland Park, N. J.—Let me take 
this occasion to thank you for your 
buyer’s catalog, the “Who Makes 
It Issue?” (H. A. Sept. 29, 1932.) 
This is a piece of work, which you 
deserve to be commended for. 
More than once, we have appre- 
ciated your courtesy in telling us 
where almost any unheard of thing 
can be obtained. 
Jacob Bakker 
Peter Bakker Co. 





University City, Mo.: Who makes 
Hercules wire clothes line?—Lloyd T. 
Smith. 

ANSWER: Indiana Steel & Wire Co., 
Muncie, Ind. 


* * * 


Braprorp, ILt.: Where can we obtain 
perforated aluminum or rust proof 
metal sheets similar to that used in 
many cylinder washing machines?— 
Nevitt & Toomey. 

ANSWER: Diamond Mfg. Co., 
Wyoming, Pa., and Erdle Perforating 
Co., 175 York St., Rochester, N. Y. 


*+ & 


Brook.yn, N. Y.: Who makes chro- 


mium and nickel plated elbows in 3, 
4, and 6 inch sizes?—S. Beloff. 

ANSWER: Ballonoff Metal Products 
Co., Cleveland, Ohio. 


* + * 


Cuicaco, Itt.: Who makes the small 
door stop in brass and coppered fin- 
ishes, that are being sold by the chain 
stores for ten cents each?—Goodkin 
Hardware Co. 


ANSWER: Shelby Metal Products 
‘Co., Shelby, Ohio. 


Saucerties, N. Y.: Where can we 
purchase a stone crusher, which comes 
complete with electric motor?—P. C. 
Smith & Son. 

ANSWER: Stover Mfg. & Engine Co., 
Freeport, Ill.; Kennedy-Van Sann Mfg. 
Corp., 2 Park Ave., New York City, and 
Sprout, Waldron & Co., Muncy, Pa. 


* * 


Irnaca, N. Y.: Who makes Hoover 
waiters’ jackets?—Treman, King & Co. 

ANSWER: Hoover Mfg. Co., 251 W. 
19th St., New York, N. Y. 


oo | © 


Huntincpon, Pa.: Furnish names 
and addresses of firms from whom we 
can secure colored sign cards for show 
card writing—C. H. Miller Hardware 
Co. 

ANSWER: Hurlock Bros., Inc., 3436- 
38 Market St., Philadelphia, Pa., and 
Garrison-Wagner Co., 1627 Locust St., 
St. Louis, Mo. 

* 


* 


NorFro.tk, Va.: Who makes Victor 
sheet iron heaters?—Buyrn, Old & 
Eaton, Inc. 

ANSWER: S. B. Sexton Stove & 
Mfg. Co., Baltimore, Md. 


* + 


Irnaca, N. Y.: Where can we secure 
hand pushed fertilizer spreaders, rang- 
ing from 3 to 6 feet wide?—C. J. Rum- 
sey & Co. 

ANSWER: O. E. Thompson & Sons, 
1002 River Blvd., Ypsilanti, Mich.; S. 
L. Allen & Co., Glenwood Ave., Phila- 
delphia, Pa., and Ellis Keystone Agri- 
cultural Works, Pottstown, Pa. 


* + 


Yarmoutu, N. S.: Who makes a 
refrigerator operated by kerosene oil? 
—F. K. Spinney, Ltd. 

ANSWER: Perfection Stove Co., Inc., 
Cleveland, Ohio. 

(See H. A. Sept. 29, 1932, p. 180) 
* & 


Mineora, L. I., N. Y.: Who makes 
heavy five gallon tank wagon buckets? 
—Jack’s Hardware Co. 

ANSWER: Sexton Can Co., 31 Cross 
St., Everett, Mass.; National Enameling 
& Stamping Co., Milwaukee, Wis.; New 
Delphos Mfg. Co., Delphos, Ohio, and 
Wheeling Corrugating Co., Wheeling, 
W. Va. 








Information regarding sources of supply as provided readers of Harpware ACE 

‘by the Who Makes It Editor is here presented as an aid to others in the trade who 

may be seeking the same articles, The inquiries reproduced have been selected 

because of their general interest to hardware merchants and buyers. This 

editorial feature in each issue supplements the service rendered by the “Who 
Makes It?” issue published on Sept. 29, 1932. 
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Trade Mark Reg. U. 8. Pat. Office 


SUN-GLO LAMPS are made in the 
United States. They are produced 
under the supervision of expert en- 
gineers. Only the most modern ma- 
chinery is employed in their produc- 
tion; only the best approved materials 
are used. 


SUN-GLO LAMPS are rigidly tested 
and inspected at every stage of manu- 
facturing for quality and perfection 
before being packed and shipped to 
our distributors. 


SUN-GLO LAMPS are designed and 
manufactured to comply with stand- 
ards set for lamps that are purchased 
by the U. S. Government as specified 
in Federal Stock Standard Catalog 
W-L-101 and supplement for fiscal 
year W-L-101. 


SUN-GLO LAMPS are distributed toe 
the retail trade by representative job- 
bers throughout the country. These 
distributors testify to their service and 
satisfaction. 











Write for Catalogue and Distributors 
Prices. Department H. A.-4. 


SUN-GLO 
LAMP WORKS, Inc. 
Brooklyn, N. Y. 


Complete Stocks Carried For Immedi- 
ate Delivery At The Factory. 


ALSO AT 


Chicago, Ill. 733 So. Halsted St. 
S. Pearson, Rep. 
Minneapolis, Minn. 502 Kasota Bldg. 
A. G. Brabrook, Rep. 
Lincoln, Neb. 2115 O St. 
Western Electric Supply Co.,. Rep. 
San Francisco, Cal. 699 Second St. 
Frank H. Bran Co., Rep. 
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YOU Save Your 
Customers Money... 


SI GWI 


When You Sell Them 
U. S&S. Poultry Fence 


U. S. Poultry Fence, the modern, 
straight-line netting, actually costs less 
erected, For, it stretches to wood or steel 
posts without sagging. .. .needs no wood 
top-rail, no baseboard. . . .requires fewer 
posts. .. .cuts easily, quickly and without 
waste, 


Builds Repeat Busi ccc 

You save your customers the cost of 
unnecessary material, when you sell this 
superior, longer-lasting fabric... .You 
save them time and labor....You build 
for yourself a permanent, profitable re- 
peat business which price competition 
cannot take away. 





Insist on Genuine U.S.... 

Now is the time to go after the poultry 
netting business... .Meet demands with 
ample stocks of genuine U. S. Poultry 
Fence. . . .Made in America by American 
workmen. ...Sold only through regular 
wholesale and retail trade. .. Stocked by 
jobbers in 100 cities....Ask us for the 
name of the distributor nearest you! 

Indiana Steel & Wire Co. 
Muncie, Indiana 


Makers also of 
IMPERIAL Farm, Poultry, Lawn Fence, Trellis, 
Flower Border, Steel Posts, Gates. 





Saves 
Time, 
Labor, 
Money 


U.S. Poultry Fence 7 
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LETTERS 


to the Editor 


Can You Answer This One? 


To Tue Eprror—We would like to get 
in touch with the manufacturer who around 
January or February of 1930 or 1929 was 
using a certain type of hardware display 
card for small household articles requir- 
ing fastening screws and was a type which 
readily accommodated upon its surface a 
small household hardware article, together 
with the fastening screws, the articles being 
such hardware appliances as _ hinges, 
catches, sash lifts, brackets, ete—TI. S. C. 


Or This? 

Epiror: HarpwareE Ace—About a year 
ago some manufacturer was trying to pro- 
mote the use of a Window Trim that was 
put up in sets for seasonal use, and this 
Window Trim featured a general line of 
hardware, the tools attractively illustrated 
in colors, and without any brand or name, 
so that these Display Cards, Streamers, etc., 
could be used by any Hardware Dealer ir- 
respective of whose merchandise he had 
in stock.—J. W. 

The Editors will be pleased to receive 
information about the above from any 
reader who can supply it. 


Sing a Song of Taxes 
An Evansville, Ind., reader sends this 
pertinent verse on the high cost of increased 
tax instead of government economies: 
This seems to be where we are headed 
unless we raise a devil of a row! 


TAX THE PEOPLE 


Tax his head, tax his hide, 

Let the government officials ride. 
Tax his cow, tax hér calf, 

Tax his horse and tax his ass. 
Tax his houses, tax his lands, 

Tax the blisters on his hands. 
Tax his Ford and tax his gas, 

Tax the road that he must pass. 
Tax the payroll, tax the sale, 

Tax his hard-earned paper kale. 
Tax his pipe and tax his smoke, 

Teach him government is no joke. 
Tax the water, tax the air, 

Tax the sunlight if you care. 
Tax the living, tax the dead, 

Tax the unborn ere they’re fed. 
Tax their coffins, tax their shrouds, 

Tax their souls beyond the clouds. 
Tax them all and tax them well, 

Tax them to the gates of hell. 





H. A. Platform Reaches Cuba 


Havana, Cusa—lI hope you will be en- 
joying the best of health when this letter 
reaches you, as those are my _heartiest 
wishes. 

I have the pleasure to inform you that 
under separate cover I am sending you 
two copies of our monthly publication, Jan- 
uary, 1933, issue. 

On page seven please find a reproduc- 
tion of your highly esteemed and valuable 
“Hardware Age Platform,” material of 
which was taken from your publication, as 
principles maintained. We find this mate- 
rial very interesting, useful and practical, 
and it ‘is with pleasure that we bring this 
translation for the readers of “Hardware 
Magazine” (“Revista de Ferreteria.”) 

We have several viewpoints in this coun- 
try which agree with that of your sugges- 
tion and principles, but our supreme efforts 
now are offered so as to procure the re- 
visal of the Reciprocity Treaty with the 
United States of America, and so we shall 
try to secure our past acquisitive capacity, 
and have the same importance which we 
formerly had as buyers of American prod- 
ucts. 

I trust to have the pleasure of keeping 
myself busy in the near future with the 
material of your valuable and useful pub- 
lication. 

Hoping to hear from you very soon, ft 
remain, with kindest personal regards, 

Juan Morrina GONZALES, 
Editor of “Revista de Ferreteria.” 


Buying American—or Else 


Prescott, Arizona—In line with the 
very much worthwhile, and fast-develop- 
ing “BUY AMERICAN” campaign the 
Samuel Hill Hardware Co. (Everybody 
Swears by “Sam Hill”) has recently adopted 
the policy of placing the following rubber- 
stamp instructions on all our orders to both 
jobber and manufacturer. 


This order is not to be filled un- 
less the article you will furnish is 
of the production or manufacture 
of the United States. 

Since announcing this policy through our 
local papers we have received very ready 
and complimentary response from our re- 
tail trade. Also numerous jobbing houses. 
from whom we purchase have indorsed the 
idea, as the enclosed copy of a letter from 
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the Arizona Hardware Supply Co., Phoe- 
nix, Arizona, will testify. 

We believe that “Buy American” is the 
proper course for the American people to 
take. But we believe also that it is more 
than ever up to the American manufac- 
turer to justify this faith of the American 
people in him. 

We have had some very amusing and 
hectic experiences in trying to stick to our 
guns on such items as willow baskets, genu- 
ine agate marbles, cocoa mats, metal 
sponges that retail for 5c, etc. We priced 
willow clothes baskets from one jobber 
who quoted $5.95 on Polish baskets and 
$15.00 per dozen on the same size Ameri- 
can-made basket. We have attempted to 
buy American baskets from numerous job- 
bers who could quote us only on foreign. 
Our source of supply on genuine agate 
marbles tells us that it is impossible to 
buy American-cut agates at any reasonable 
price. Their source of supply is Germany, 
and in one instance they actually sent 
American petrified wood to Germany to 
be cut into agates, and then were able to 
sell these agates considerably below Amer- 
ican-made agates. We have been unable 
to find a metal sponge (similar to Chore 
Girl) that can be retailed for 5c. Maybe 
this is not possible with American wage 
scales and standards. We would like to 
know for sure. In the meantime we are 
purchasing no 5c sponges while the 5 and 
10 cent stores are getting this cream. We 
no longer ask questions on cocoa mats. If 
there is a substitute we might buy that, but 
find it. 

We liked your Jan. 19 editorial very 
much. 

Geo. S. Hitt, Secretary and Treasurer, 

Samuel Hill Hardware Co. 


Don’t Blame the Salesman 


New York, N. Y.-—As a hardware sales- 
man representing American Manufactur- 
ers, I am, of course, interested in the slo- 
gan, “Buy American.” I have read with 
interest a number of your articles in Harp- 
ware AGE on that subject, and I am glad 
to see that your work has begun to bear 
fruit, since a number of large dailies and 
popular weekly and monthly magazines 
have taken up this cause and are going at 
it strongly. In fact, it is gratifying to note 
a newspaper ad from one of the large 
chain syndicates, that has at last realized 
that the handling of cheap foreign goods 
did not help them any, and helped to make 
general conditions in this country worse. 
And, therefore, they have resolved to handle 
American-made goods wherever possible. 

The writer has given this matter a great 
deal of study in the past years. And while 
in checking up he finds that a great many 
of the smaller class of hardware merchants 
are displaying and selling foreign mer- 
chandise in competition with American- 
made goods, still, the real offenders are 
not so much the individual dealers but a 
number of jobbers who are trying to outdo 
one another by pushing foreign goods. 

It may be of interest to relate a con- 
versation that the writer had with the 
head of one of our largest jobbing houses 
in New York City not so long ago. This 
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gentleman seemed to be rather upset about 
present conditions, and asked the writer 
whether this would be a good time to 
change his sales force, since their results 
were not satisfactory. I asked him since his 
salesmen have been with him a long time, 
helped to establish the business, know their 
lines, their customers and their territories, 
and if they cannot bring the desired results, 
how can he expect to put on a new set of 
salesmen who would do better? He ap- 
parently saw my point. 

He then wanted to know what the Ameri- 
can manufacturers are doing to compete 
with the foreign goods that are coming 
into this country. My answer was that I 
didn’t think that there is anything they 
could do in this matter unless we adopt 
the same standard of living as they do 
abroad, where a central point sends work 
to the individual homes, where the father, 
mother and children work at it from early 
morning until late at night, and all to- 
gether don’t earn as much as one Ameri- 
can workman does in eight hours. But if 
we want to keep up our American stand- 
ard of living, our manufacturers will have 
to put up with the present conditions until 
something happens to improve them. 

He then told me about a great buy he 
made on German screw drivers that week 
at something like $4.50 a gross. And it 
would appear that this answers all the 
questions that he asked me. I wonder did 
he realize that in buying those screw driv- 
ers, regardless of how low in price, he 
helped to shut down American factories, 
and put workmen on the streets going about 
idle. And if our workmen do not earn any 
money, who is going to buy his screw driv- 
ers, regardless of how cheap he may wish 
to sell them? In other words, it would ap- 
pear that while apparently he is blaming 
his salesmen for the unsatisfactory results, 
it is he, himself, who is at fault. 

I have a great deal of admiration and 
respect for the head of this jobbing house, 
as he is a very fine person. And it may 
be that he doesn’t realize what cheap for- 
eign goods in competition with American 
goods leads up to. And I am in hopes 
that someone will write an article for the 
Harpware AcE along these lines so that 
these robbers in question, when they 
read it, will realize that if they fall in line 
with the slogan “Buy American,” they will 
help to improve conditions, not alone for 
themselves, but for their salesmen and all 
concerned. 

SAMUEL SAMACH. 


The H. A. Platform 


PottsviLtE, Pa.—Let me congratulate 
you on your very clear and precise Plat- 
form which dominates HARDWARE AGE at 
this time. It certainly covers the ground 
—and should be of value, not only as a 
basic necessity, but as a faith builder. 

J. M. Swat. 


Kansas City, Mo.—I approve in 

principle the Hardware Age Platform. 
W. F. Girarp, 

Richards & Conover Hardware Co. 
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HE handiest, most valuable counter- 

guide on padlocks ever published”. 
That’s what thousands of padlock 
dealers are saying about Master’s new 
32-page illustrated ‘‘Price List”, issued 
just recently. Check now to be sure 
you received your free copy. See that 
it was saved. Write us for extra copies 
when you need them. 


Gets New Business 


The Master “Price List” is a veritable 
storehouse of quick- reference informa- 
tion that can be turned into new busi- 
ness for you.: Every padlock, bicycle 
lock, hasp, hasplock and key blank is 
illustrated and described in detail. As 
shown by the typical page above, greatly 
reduced, each item and every obtainable 
variation are priced in plain type, both 
wholesale and retail—270 of these easy- 
to-find prices in all. You would never 
dream that any line of padlocks so 
thoroughly meets every ordinary and 
special requirement. 


MASTER LOCK CO. 


World’s Largest Exclusive Manufacturers 
of Padlocks 
Milwaukee, Wis., U. S. A. 


Master 


Padlocks 
e The only Genuine laminated case 
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"How the 
WOOSTER BRUSH 
Selling SYSTEM 
Bee Sted Us” 


nts | 8Y KARL’ 


1 meen 

he WOOSTER SAMALER 
Display is the best Salesman 
We could possibly have... 
“Customers that have 
to wait at the Paint counter 
will idle over the SAMPLER 








“And usually select a 
Better and higher priced 
Brush than we would 
ordinarily show ..” 

**Three and a half and 
four inch Brush Sales 
were a seldom occurrence 
in our store...” 

“Now, hardly 188) ra 
aday passes f° « Ys 
without the 
Sale of afew 


Wipe BrusHes 
..- The Wooster BRUSH 
Selling System SELLS 
BETTER BRUSHES AND 
More of them !. e 


¥* 
V.K.W-Prominent Hardware 
Dealer of Grand Rapids, Mich. 
AND THAT’S ONLY THE HALF OF 
IT! Your brush investment shrinks 1/3 to 
1/2. Turnovers increase. See for your- 
self! It costs only $12.50 to try the new 
Wooster way of simplified brush selling. 


THE WOOSTER BRUSH CO. 
Wooster, Ohio 
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The Human Side of Management 


(Continued from page 54) 


ness friends and acquaintances. The 
types stand out very clearly. They 
are almost unmistakable. It is also 
a strange thing that looking back 
through the years we can see where 
each type in the course of life works 
out its inevitable fate. 

This article possibly deals too 
much in generalities, probably you 
would like to have specific cases. I 
have decided in my third article I 
will give actual cases I have known 
showing how human management 
and hard boiled management work 
out in business. In that article | 
will describe how these two separate 
and contrasting types affect the wel- 
fare and efficiency of their organiza- 
tions and also how these two types 
affect themselves. The very human 
executive cannot escape himself. The 


hard boiled executive cannot escape 
himself. Each one derives the suc- 
cess that comes from his peculiar 
temperament, and each one in his 
own life pays the penalties of his 
character that I believe are not built 
up or developed by either one or the 
other, but are theirs from birth, their 
mental characteristics being just as 
clear, definite, and inescapable, as 
their physical appearance. 

Let me repeat, according to my 
theory there can be no fundamental 
change in our characters, but I do 
believe by study and observation and 
will-power our characteristics can be 
modified. We can avoid many weak- 
nesses by being aware of them and 
being immediately on guard and on 
the defensive when confronted with 
weakness we recognize. 





Missouri Convention Report 
(Continued from page 64) 


ers Tuesday afternoon. Fred C. Scott, 
secretary, Illinois Implement Dealers’ 
Assn., opened the meeting with a very 
comprehensive discussion of the Federa- 
tion’s simplified bookkeeping system. 

E. G. Rake, credit manager, John 
Deere Plow Co., St. Louis, Mo., proved 
himself to be a mine of information in 
the matter of credits and collections. 
He urged dealers to place their imple- 
ment business on a cash basis and 
stressed the need of obtaining settle- 
ments on machinery at the time the 
sale is made. 

Don Ross, Marketing Division, Suc- 
cessful Farming, Des Moines, Ia., told 
of the activities of the Towa County 
Councils which are endeavoring to iron 
out difficulties between debtors and 
creditors to the satisfaction of both. 

Harry G. Davis, director of research, 
N.A.F.F.E.M., reviewed the experiences 
of the Minnesota State Prison in the 
manufacture of twine and implements 
and made a strong plea for the protec- 
tion of free labor from such competi- 
tion. Following his talk, a resolution 
was adopted stating that “this organiza- 
tion goes on record as opposed to the 
sale of all prison made goods and also 
the sale of foreign binder twine.” 
Later, Mr. Davis made another substan- 
tial contribution to the success of the 
convention, when he presented a vast 
fund of information relative to the es- 
sentiality of the farm equipment busi- 
ness. He also spoke before the St. Louis 
Kiwanis Club Thursday noon, at the in- 
vitation of W. H. Stentz, chairman of 
the Club’s agricultural committee. 

Speaking from his many years of 


experience in the implement business, 
J. S. Witmer, general manager and 
vice-président, Oliver Farm Equipment 
Co., Chicago, Ill., painted a word 
picture of the ideal set-up between 
dealers and manufacturers. 

Harold Hirth, manager, store ar- 
rangement service, N.R.H.A., Indian- 
apolis, Ind., spoke at several of the 
sessions. “In this business battle,” 
said Mr. Hirth, “we must strengthen 
every weak spot in our defense, whether 
it be in store arrangement, window dis- 
plays, or any other phase of merchan- 
dising.” At another session, Mr. Hirth 
talked on “Price Discrimination and 
Unfair Competition,” presenting spe- 
cific facts on differentials in manufac- 
turers’ prices to different types of re- 
tail outlets, on the same merchandise. 

Very little if anything more could 
have been offered on the subject of 
merchandising and demonstrating au- 
tomatic electric irons when R. W. 
Carney, sales manager, Coleman Lamp 
& Stove Co., Wichita, Kan., had finished 
telling dealers how to meet chain, drug, 
and mail order competition on this line. 

Lewis A. Lincoln, editor, Hardware 
Trade Journal, Kansas City, Mo., dis- 
cussed the merchandising of appliances 
by public utilities at Thursday morn- 
ing’s session. Mr. Lincoln explained 
the working of the Kansas and Okla- 
homa utility sales laws and told of the 
improvement in appliance sales by 
merchants in those States since the 
laws were passed prohibiting utilities 
from selling appliances. 

Resolutions adopted pledged mem- 
bers to use their utmost efforts to re- 
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store prosperity and progress; pledged 
assistance in all efforts to obtain or 
guarantee fair prices on corn, wheat 
and cotton; opposed manufacturers 
selling direct to farmers at prices which 
leave no profit for dealers; endorsed 
the resolutions of the National Imple- 
ment Federation; reiterated opposition 
to the establishing of retail stores by 
manufacturers and expressed approval 
of the efforts being made to establish 
more equitable bankruptcy laws; en- 
dorsed the Capper-Kelly Resale Price 
Bill, and approved of the publishing 
of retail prices on farm implements. 





Connecticut Convention 
(Continued from page 64) 


chandising Committee, in discussing 
“Successful Methods of Cooperating 
With the Utility Companies,” stressed 
the importance of maintaining close 
friendly relations between the dealer 
and the utility company. He empha- 
sized that women are the principal pur- 
chasers of gas and electric appliances. 
Also that the utilities are very desirous 
of cooperating with Connecticut hard- 
ware merchants in every possible man- 
ner. 

The Connecticut Light and Power 
Co., Waterbury, Conn., furnished a 
dramatic skit following Mr. Jacquet’s 
address, entitled “The Mental Atti- 
tude.” The skit depicted how wide- 
awake dealers can sell appliances suc- 
cessfully by proper display and by 
assuming a responsible service program. 

This was followed by an address de- 
livered by J. W. Millard, director of 
research, Erwin, Wasey & Co., Inc., 
New York City. Mr. Millard’s subject 
was “Plugging Leaks in Hardware 
Stores.” 

At the final session, the following 
officers were chosen for the ensuing 
year: Merritt W. Treat, Hartford, 
Conn., president; Nelson A. Daniels, 
Willimantic, Conn., vice - president; 
Charles F. Freeman, Branford, Conn., 
secretary, and H. W. Morse, Meriden, 
Conn., treasurer. Two new members 
were named to the board of directors. 
They are: Frederick Blish, Jr., South 
Manchester, Conn., and Harry Mark, 
Ansonia, Conn. 


Spring in the Windows 
(Continued from page 47) 

of promotion, that will arouse in- 
terest in boat building. When this 
interest is aroused, be prepared to 
assist builders get started. Boys will 
spread the idea among their friends 
and if you follow up with more dis- 
plays on model yachts and the tools 
to build them, you will be well on 
the way to increase tool demand. 
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On page 46 this background sug- 
gestion is given. This chart will en- 
able the sign writer or window trim- 
mer to produce an accurate copy, 
enlarged to the required size. Meas- 
ure the space you wish to fill with 


312 95 16 17 18 19 20 a 





the background picture and divide it 
into the same number of squares as 
the chart contains and you will find 
it easy to map out. The rabbit could 
be a cut-out, with lavender-colored 
panel about six inches back of it. 
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DAZEY CHURNS 


The Dazey Has Been for Years the Leading Churn 


Used and endorsed by State A. & 
M. Colleges, Home Economic Dem- 
onstrators, and Scientific Butter- 
makers throughout America. 


Many housewives are now, going 
back to making their own butter 
due to the economic situation, and 
the low price of cream. 


Dealers will find it profitable to 
stock and display all sizes. 
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Leading Hardware Jobbers every- 
where stock DAZEY Churns. Order 
from your Jobber. 
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Glass Churns—2, 4, 6 and 8 quart sizes. 
Metal Hand Churns—2, 3, 4, 6 and 10 gallon sizes. 
Electric Churns—2, 4, 6 and 10 gallon sizes. 


DAZEY SHARPIT 


The original all purpose sharpener. Rust proof electro 
plated. Patented grinding wheels produce correct cutting 
edges on all types of cutlery. 


CHURN & MANUFACTURING CO. 
ST. LOUIS, MO. 
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A REGULAR FEATURE 
OF HARDWARE AGE 


ow’s ne Hardware Business? 


Mr. James interprets for 
hardware men, such basic 
factors as, crop outlook, 
freight car loadings, circu- 
lation of y, building 
progress, employment, etc. 
He also deals with specific 
price trends, demand for 
merchandise, shortages 
and future outlook as re- 
flected by his study of the 
national hardware market 
situation. 
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VERSHADOWING all _ trade 

news is the nation-wide bank 

holiday. As in the past, barter 
and exchange will rise above tem- 
porary obstacles, but for a while, un- 
der the stress of uncertainty and in- 
convenience, business transactions have 
been sharply slowed. From all sec- 
tions have come reports of the heavy 
toll taken of retail trade, which in 
many places had started to show a turn 
for the better. Even in the districts 
earliest and hardest hit, local emer- 
gency measures, and freer use of credit, 
had been of considerable avail in sup- 
porting activity in the stores. 

Most merchants realize that the way 
these new problems are handled will 
play an important part in the future 
good-will of their customers. Once 
the emergency is over, the cloud may 
prove to have had a silver lining, for 
much hoarded currency will be spent 
in retail stores before it goes back 
to the banks. 


Growth of the Emergency 


The country had experienced a half- 
year of comparative freedom from 
banking disturbance, during which the 
trade situation was commencing to 
show slow improvement. But early 
this year an increasing number of 
failures occurred among small banks. 
The banking moratorium in Michigan 
unsettled confidence in other locali- 
ties, and led to withdrawals of a mag- 
nitude finally requiring drastic and 
national action. Financial analysts as- 
sure us that in the chief money cen- 
ters, the trend has long been toward 
increased liquidity, and these banks 
are in an impressively strong position. 
However, a substantial proportion of 
the country’s banks have been un- 


able to put themselves in a liquid po- 
sition. Thus a “frozen” condition of 
bank credit exists in many localities. 


Public Attitude Important 


The attitude of the people is a very 
important consideration in the banking 
situation. Every individual contributes 
by word or action either to the stabil- 
ity or instability of the economic struc- 
ture. Under the strain of the depres- 
sion, with evidences of distress on 
every hand, the instinct of fear and 
self-protection, while perhaps normal, 
has been most destructive. Under 
conditions of order and cooperation, 
steady progress can be made in over- 
coming our national difficulties. Un- 
sound banks will be eliminated or re- 
organized in orderly fashion, and 
funds accumulated out of earnings or 
refinancing to apply against the losses 
of the depression. 


Need Settled Program 


An inescapable lesson of the bank- 
ing situation is that banking condi- 
tions are not independent of general 
business health. The best program for 
overcoming the banks’ troubles is to 
overcome the political and economic 
difficulties which are facing the new 
administration at Washington. Presi- 
dent Roosevelt’s start, by vigorous 
pledge and action, Jends confidence 
that not only the emergency, but the 
underlying ills will be courageously 
and promptly dealt with. 


Recent Hardware Happenings 


Many wholesalers mention the newer 
low-priced paint lines as unexpect- 
edly early and active sellers this spring 
—though the season of best demand 
is not yet at hand. Double considera- 
tions of economy—the preservation of 
property, and at the minimum of cost 
—are responsible for this trend. Fewer 
colors and sizes reduce the dealers’ 
investment and speed his turnover. 

Turpentine advanced two cents per 
gallon on March 3rd after a consider- 
able period without change. Denatured 
alcohol sales have decreased sharply, 
due to milder weather. Alcohol prices 
are unchanged. 

A twenty per cent price advance on 


non-metallic electrical sheathed cable 
has been announced—probably in sym- 
pathy with the recent sharp advance 
in armored cable. 

A new value, selling freely, is a 
focusing spotlight, to retail at 49 cents 
—complete with battery and bulb. 

Mop wringers with cranks have been 
reduced approximately twenty-five per 
cent—due, it is said, to new competi- 
tion rather than to any great saving 
in material or labor costs. The de- 
cline is in preparation for the house 
cleaning season, and the demand has 
already been greatly improved. 

The popularity of baseball continues 
as one of the major factors in the 
wholesalers’ sporting goods volume. 
Retail dealers are already placing 
specifications, to tie-in with National 
Baseball Week, April Ist to April 8th. 

Jobbers also report roller skate sales 
considerably ahead of previous years. 
The demand for a dollar retail skate 
has caused considerable competition 
among manufacturers, and values are 
better than for many years. 


Hardware Bright Spots 


Recent news of hardware happen- 
ings continues to have several bright 
spots. The Automatic Washer Co., 
Newton, Iowa, on Feb. 18, shipped the 
largest order in the plant’s history to 
a Chicago hardware wholesaler. The 
shipment consisted of a twenty-six car 
trainload of electric washing machines. 
It is understood the Chicago jobber 
will use the washers in a campaign 
planned to enable dealers to meet price 
competition of other types of retail 
outlets. 

During the week of Feb. 20 to 25 
inclusive, the Master Electric Co., Day- 
ton, Ohio, shipped nearly 5 per cent 
of the entire 1932 national production 
of electric fans. Shipments, in the 
week mentioned, including electric fans 
and window ventilators, totaled 27,799. 
In one shipment to one concern there 
were 12,733 Master-Bilt electric fans. 


Copper and Copper Products 


The drop in price of ingot copper 
is graphically explained by a compari- 
son recently published. Against a po- 
tential world-wide productive capacity, 
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HE American Screw Company makes 

all ofits screws by methods which ensure 
uniform quality in a product whose vol- 
ume runs into millions each year. 


The slots are all made to stand the twist 
of the screw driver; the threads hold; 
the gimlet points are sharp and strong. 


At your jobber’s got Tig 


hep 


You cannot sella betterscrew % ©, 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH SL,ChHICAGO,IL. 


Put lt Together With Screws 


WOOD TIRE STOVE MACHINE 
SCREWS BOLTS BOLTS SCREWS 














To Help You Sell 
More Garden Spray 


e 
v 


Make $5.00 on a $5.40 order of Ever Green, 
America’s most widely advertised garden insecticide! 
Our special deal enables you to do just that. Here is 


how it works: 
Special Deal Price Retail Price 


2 6-0z. bottles EVER GREEN... FREE $ 2.00 
2 doz. 1-oz. bottles EVER GREEN $5.40 8.40 


5 eT eT $5.40 $10.40 


This order would ordinarily cost you $6.74. All 
you pay is $5.40 to make a clean profit of $5.00, or 
93% on the cost, 48% on the selling price. 





In addition you get a complete advertising kit 
which contains: 


1 large window strip (1 ft. by 4 ft.) 
3 small window strips (7 in. by 21 in.) 
1 free cut service 

50 booklets and folders 


Use this advertising material to tie-up with Ever 
Green’s extensive advertising in national magazines, 
newspapers, garden papers and radio broadcasts. 


CLOSES APRIL ist 


Special Deal closes April 1. Better order today— 
from your jobber, or write to McLaughlin Gormley 
King Co., Minneapolis, Minn. 





Od 
KILLS ANTS AND GARDEN INSECTS 


SPECIAL DEAL! 





Gives You 93% Profit! 





MARCH 16, 1933 


81 











estimated today at 2,290,000 tons, ac- 
tual world consumption dropped in 
1932 to 900,000 tons. 

At the same time, it is manifest that 
today’s five cent copper (ingot) price 
is dragging bottom, for it has so long 
and so steadily resisted decline below 
that level. 

In manufactured copper and brass 
(sheets, pipe, etc.—but excepting cop- 
per wire), all leading producers an- 
nounced March second a new list of 
base prices, showing a uniform reduc- 
tion of one-half cent per pound to 
the lowest levels ever established. 


Steel Operations Decline 


The decline in steel operations dur- 
ing the past two weeks, from the 19 
per cent February average, to around 
15 per cent of capacity, was not un- 
expected in view of banking condi- 
tions. 

Prices on merchant steel products 
have firmed appreciably. The recently 
advanced price schedules on nails, wire 
and staples have been confirmed not 
only to the end of the current quar- 
ter, but for second quarter contracts 
as well. There is rumor, too, that 
another advance is “on the fire” for 
later announcement—to possibly re- 
cover the full amount of the heavy 
January decline. 

While new sheet steel prices were 
announced March 2nd, as officially up 
ten cents per 100 Ib. on galvanized 
and five cents on black, the new  uo- 
tations represent chiefly a withdrawal 
of previous concessions or ranges due 
to competition. 


Some Commodities Higher 


In the opening week of March, 
despite accumulating banking handi- 
caps, many important commodity prices 
moved to higher levels. During the 
five days sugar, coffee, cocoa, silver, 
rubber, hides, silk and wool advanced. 
These gains marked a complete re- 
versal of trend, and were attributed 
partly to short covering. 

Changes for the week in the indi- 
vidual commodities were largely con- 
fined to the grains, cotton and beef, 
which went lower, and live stock, which 
advanced. In the face of unfavorable 
developments, the stability of the week- 
ly price indexes all through Febru- 
ary was most encouraging. 


Late News Gleanings 


In the week ended February 25th 
(due largely to the holiday included) 
total loadings in the United States 
were down 55,311 cars, or 10.9 per 
cent—following a gain of 13,070 cars, 
or 21% per cent in the preceding week. 
Most of the decline was in coal, and 
in less than carload merchandise. 


Sales of Sears, Roebuck & Company 
in the four weeks ended February 26th 
totaled $15,826,847, a decrease of 19.4 
per cent from the corresponding period 
of 1932. This percentage of decline 
is the largest for any period since that 
ended September 10th, when sales were 
down 21.6 per cent. The concern oper- 
ated at a loss last year for the first 
time since 1921. The retail stores were 
operated at a loss of $4,303,000. The 
company abandoned 28 stores during 
the year, all “Class B” units. 

Montgomery Ward & Company for 
February reported sales of $10,113,826 
—a decline as compared with Febru- 
ary, 1932, of 15.46 per cent. 

F. W. Woolworth Company’s Feb- 
ruary sales totaled $16,245,000, a de- 
crease of 13 per cent from a year ago. 

Sales of S. S. Kresge Company at 
$8,053,868 for February showed a de- 
cline of 11.30 per cent from a year 
ago. 

The national income of the United 
States in 1932 amounted to approxi- 
mately 40 billion dollars, a drop of 
24 per cent from 1931, and of 53 per 
cent below 1929, according to a recent 
estimate. The per capita income of 
the country in 1932 was estimated at 
$424 in “actual” dollars and $305 in 
“1913” dollars. This compares with 
$1,763 and $1,099, respectively, in 1929. 


Such figures throw much light upon 
the prevailing and overwhelming in- 
sistence of the public for serviceable 
goods at rock-bottom cost. 


Hercules Chemical Co., Inc. 
Lowers Drain Cleaner Price 

The Hercules Chemical Co., 332 
Canal St., New York, N. Y., has an- 
nounced a reduction in the list price 
of Hercules drain pipe cleaner from 
its former retail price of 50c to 25c 
per can. The company states that the 
new price provides for a liberal trade 
margin. 





Manufacturer Gets Half of 
Auto Accessories Dollar 


Of every dollar spent in hardware 
stores for automobile accessories and 
tools, approximately 34 cents is retained 
by the retailer, 15 cents goes to the 
wholesaler, and 51 cents goes to the 
manufacturer, according to the Depart- 
ment of Commerce. 

These figures were compiled as part 
of the survey of hardware trade in the 
Gulf Southwest. Wholesale hardware 
dealers in this region had aggregate 
sales in excess of $145,000,000, and the 
majority of them handled both acces- 
sories~and tires. 





Color Now Lends Added Appeal 
To Aluminum Articles 


The aluminum articles shown have been 
dyed to various colors by Philip Sievering, 
Inc., New York, through the use of a new 
process known as Alumilite, which is li- 
censed by Aluminum Colors, Inc., Indian- 
apolis, Ind. Basically the dyeing method 
is a development of the deplating proce: s. 


Two different grades of finishes are pro- 
duced, each having variations to adapt 
them to specific uses. The grade desig- 
nated as “A,” generally speaking, has about 
twice the wear resistance of the “B” grade. 
After being electrically oxidized while be- 
ing immersed in a tank, it is transferred 
to a vat of dye, which penetrates the oxi- 
dized surface to depths varying from 


0.0003 to 0.001 in. 
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Here’s the Display 
That’s SELLING 
the Redbird 


Put this attractive Redbird display 
up front! Right now it'll create 
sales from fishermen, campers, cot- 
tagers and youngsters going to sum- 
mer camps. Order today! It sells 
on sight. 


CETL 


Fishermen... Campers . . . Cottagers 
want it. Now's the time to feature 


Delta Redbird. 


the NEW Electric Lantern 


From piercing 800 foot beam—to brilliant 
floodlight without shadow rings—INSTANT- 
LY — at a flip of the control lever, that’s 
Dual-Reflection. It doubles electric lantern 
efficiency. It’s a new principle of electric 
lantern lighting. 

No working of bulb in-and-out of focus. No 
screw adjustment. No distortion—only perfect 
focus and a clear, bright volume of light which 
can be changed instantly from flood to spot. 


REDBIRD is the new Delta electric lantern 
which features Dual-Reflection. It is an ex- 
clusive feature, fully protected. Uses 2 standard 
No.6 Dry Cells. Stands 7% inches high. List 
Price, $2.00, less batteries. A new, profitable 
hardware store item to sell to fishermen, 
campers and outdoor people now. Buy through 
your wholesaler. 


DELTA ELECTRIC COMPANY 
Dept. 300, Marion, Indiana 


' with DUAL- REFLECTION 
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Why Not Sell 


GREENHOUS 
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MYERS 
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SPRAYERS 


In the open or under glass, those who grow 
flowers, fruifé, plants and vegetables encounter 
the same problems. Lice, insects and similar 
pests must be destroyed. 


The new MYERS SELF-OILING GREEN- 
HOUSE SPRAYER is an ideal outfit for inside 


use—and just as satisfactory for outside service. 


Developed by Myers Engineers, built to the 
standards of Myers quality requirements, and 
furnished complete with engine or motor and 
other equipment ready to spray, it simplifies 
spraying operations for greenhouses, country 
estates and similar places, and opens up new 
fields for Myers dealers to secure profitable 
business. 


The important Spring Spraying Season is just 
ahead. Write or wire us for literature and 
complete information. 


TH FL.E.MYERS & BRO.&¢o. 
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Whats New 


for Retail 


Hardware Stores 


P. & F. Corbin Floor 
Spring Hinge 

This device, designed for use on double- 
swinging doors, is of attractive appearance 
and is inconspicuous when applied. Hous- 
ing for cam mechanism is small, projecting 
5/16” from a point very close to frame. 
Side plates are reversible, enabling dealers 
to stock them with nickel or chromium on 





side with assurance that the plates can 
be applied to the proper side, regardless 
of the hand of the door. Four screw holes 
in floor plates are slotted to permit exact 
alignment. Cam and spring mechanism 
are newly designed, rugged in material and 
construction. Top pivot is of steel. P. & F. 
Corbin Division, New Britain, Conn. 





New Attachments for Hamilton 
Beach Model “B” Food Mixer 


For use with a power unit, the slicer 
and shredder attachment has slicer cones 
with six knives revolving in housing. For 
slicing potatoes, beets, turnips, cucumbers, 
apples and other fruits or vegetables. Slicer 
cone easily replaced by shredder cone. 
Shreds cabbage, lettuce, carrots, apples, 
shoestring potatoes and practically all vege- 
tables and fruits. Slicer and shredder 
cones of hardened metal which maintains 
keenness of cutting edge. Suggested retail 
price, $2.25, power unit $3.25 extra. In 
west, $2.50 and $3.50 each. Meat grinder 
and chopper attachment grinds raw meat 
without crushing it. Has inside cutter. 
Coarse plate and two cutters furnished 
chopping vegetables. Used with same 
power unit as Hamilton Beach slicer and 
shredder attachment. Suggested retail sell- 
ing price, $2.25; power unit, $3.25. Western 
suggested prices, $2.50 and $3.50 each, 
respectively. The coffee grinder attach- 
ment sets on motor where extractor lifts 
off. Needs no power unit. Has clutch 
drive for preventing breakage when a 
stone, mixed in with coffee, accidently 
strikes blades. Adjustable; grinds coarse 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
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for boiling, medium for percolating and 
very fine for “vacuum” or “drip” type 
coffee makers. Suggested selling price, 
$2.25, $2.50 in West. Potato peeler attach- 
ment, needing no power unit removes peel 
by abrasion method. May be used on sink 
drain-board or kitchen chair. Peels eight 


MEAT Gainmor 
ood CHOPPER 





to ten potatoes at a time. 


Of galvanized 
steel with ivory enamel finish. Measures 


11344” by 97%”. Suggested retail selling 
price, $7.00, $7.50 in West. The Hamilton 
Beach power unit for meat grinder and 
slicer-shredder attachment stands on own 
base and is not connected to mixer. Mixer 
motor is placed on power unit. Then 
various attachments are connected to power 
unit. Worm gear drive with ball bearing 
construction including thrust bearing. Sug- 
gested retail selling price, $3.25, $3.50 in 
West. Hamilton Beach Mfg. Co., Racine, 
Wis. 





“Finger Grip” Adjustable Clips 
and Adjustable Holders 


Illustration shows carton for holding 
twelve No. 5 “Finger Grip Holders” com- 
prising a wooden base with five adjustable 
clips mounted on it. A simple adjusting 
mechanism permits steel fingers to be 
quickly opened or closed to fit handles of 
various sizes. A slight turn of screw puts 
desired pressure and permits their use for 
holding many types of tools or utensils. 
Metal parts or steel fingers are of spring 
steel tempered to insure permanent resili- 
ency and to retain their shape and prevent 
breakage under hard use, says the maker. 
Twelve display cartons, which are attrac- 
tively decorated in four colors are packed 
in a case. “Finger Grip” adjustable clips 


No. 2 are designed to hold any size handle 
from %-in to 114-in. or larger. Adjustable 
for size and pressure both, by the turn of 
the screw. Made of tempered spring steel. 
One quarter gross to box with a substantial 
attractive display stand. Clips and hold- 





ers may be used for holding kitchen 
utensils and implements, garage tools, gar- 
den tools, for paint shop equipment and 
for displaying purposes. Other uses in- 
clude; holding bottles in rat cages in ex- 
perimental laboratories, for holding police 
guns and clubs in barracks, for holding 
surveying and field equipment. List price, 
holders, $3.00 per dozen, clips, $14.40 per 
gross. Arthur I. Platt & Co., Fairfield, 
Conn. 


Vallay Nail Clipper 


This attractive and compact light weight 
pocket size nail clipper cuts, on a shear 
principle, cutting finger and toe nails to 
a natural curved shape. Equipped with 





well fastened spring. Has strong eye on 
end of handle for attaching to watch chain 
or key ring. [Illustration is of actual size. 
Suggested retail selling price, 25c. Dealer 
cost, $2.00 per dozen. The Prochaska Mfg. 
Co., Fulton, Tl. 
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Floor Sander Rentals 


Make Big 
PROFITS 


A new source of income for 
hardware dealers! Develop a 
profitable floor sander rental 
service with a Reid-Way Floor 
Ace. Doubles your sales on 
sandpaper and finishing mate- 
rials, Attracts new business. 
Makes real money in rental fees. 
The Floor Ace is especially 
adapted for rental service. Priced 
so low that 20 to 30 days’ rentals 
will pay for the machine. 
Sturdy and fool-proof, 


















it wad en a ONLY 

wear out. 

Write for complete de- $99.50 

tails today! CASH 
THE REID-WAY CORPORATION 
2961 FIRST AVENUE CEDAR RAPIDS, IOWA 











Kimball 


HAND POWER ELEVATORS 
Fast and Safe 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 
Machines 






























WRITE FOR DETAILED INFORMATION ON | 


KIMBALL ELEVATORS 


KIMBALL BROS. CO. 
1205-19 Ninth St. Council Bluffs, Ia. 
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BALL BEARING CASTERS 


| “po home in your city, or town can 


use ACME BALL BEARING CASTERS. 


Here is an item for everybody. And, many ( 
} 


sets in any home—beds, tables, chairs, dressers, | 
vanities. The opportunity is almost unlimited. Mi 
Quick sales. Liberal profits. iy 


) 
ACMES roll. They roll easily and quietly in any i 
direction. Save rugs, floors, carpets and cuss- f 
words. 














Roll ’em Yourself 


Just roll an ACME on the counter, or 
on the palm of your hand. The sale 
quickly follows. Stock acmegs. Sell 
ACMES. 


THE ScHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


Get Your 
- Share of ACME 
Profits 


Svery 
Hardware 
Merchant 
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Ingersoll “Profit Kit” 


This kit is part of a new packaging and 
merchandising idea. It contains six “Yan- 
kee” watches and three “Tuxedo” wrist- 
watches, costing dealer $10.17 and having 
a suggested retail sales value of $14.85. 
Each of the new packages has its own 
distinct style although the basic design is 
the same in all the packages, different 
color schemes identifying the individual 
watches. In addition to watches each kit 
contains a display card and a news window 
poster for the retailer’s use. The line. has 
been shortened to include best-sellers only. 
List prices and dealer costs are: “Yankee” 
1693, list $1.00, cost 73c.; “Yankee” 1693 
Radiolite, list $1.50, cost $1.02; “Tri- 
umph,” list $1.50, cost $1.02; “Junior,” 
list $2.00, cost $1.30; “Midget,” list $2.00, 
cost $1.30; “Climax,” list, $2.50, cost 
$1.67; “Climax” Radiolite, list $3.00, cost 
$2.00; “Tuxedo,” list $2.95, cost $1.93 and 
“Tuxedo” Radiolite, list $3.45, cost $2.28. 
Ingersoll-Waterbury Co., Waterbury, Conn. 


Telechron “Minitmaster” 
Electric Clock 
Indicates time by large 


merals, in place of usual dial and hands. 
Numerals change once every sixty sec- 


distinct nu- 


onds. Small electric lamp _ effectively 
illuminates numerals as well as decorative 
design which is etched on the crystal. 
Clock operated by self-starting synchronous 
electric motor. <A regular current inter- 
ruption indicator is located between hour 


and minute numerals. Set by lifting cover 





and moving numeral drums forward as de- 
sired. Case of moulded black plastic 
material with gold finished metal orna- 
ments. Overall dimensions of clock, 6 5/16 
in. by 4 3/16 in. by 3 11/16 in. List price, 
$9.95. Warren Telechron Co., Ashland, 
Mass. 


Eskimo Motorized Jig Saw 


This Jig Saw enables the making of jig 
saw puzzles from old magazine covers, old 
calendars, etc. The puzzles may be made 
as simple or as difficult as user wishes. 
The maker states that the cost of saw 





blades is greatly reduced as there is 
seldom a breakage of blades as the jig saw 
is so constructed that no tension device is 
required, enabling the use of half blades 
as efficiently as whole blades. Portable 
and simply operated. United Electrical 
Mfg. Co., Adrian, Mich. 


Conlon 1933 Waediews 
and Ironers 


Washer line totaling eight models in- 
cludes new bar release safety wringers, 
“hold-heet” double tubs for keeping water 
hot longer and for protection against dam- 





age to tub, four vaned high speed agitator, 
patented agitator dome control, special 
vibrationless mounting of motor and mech- 
anism, and Conlon drainator, centrifugal 
drain pump operated directly from motor. 








Featured in upper price range ironers, 
which are cabinet models, are double auto- 
matic thermostats, giving divided control 
of heating shoe for added economy of op- 
eration and convenience in ironing small 
articles. All models but one have detach- 
able drop-leaf end tables. Non-cabinet 
models have been designed so that they 
may be converted any time to cabinet, table 
top ironers. Entire line features hard 
chromium shoe guaranteed against ordi- 
nary scratches, 1/16-hp. rubber cushioned 
motor delivering 2 lb. per square inch 
pressure on ironing surface, heat trap 
domes to deliver maximum temperatures, 
non-sag ironer roll, baked-on lacquer fin- 
ish, flexible shoe to accommodate various 
thicknesses of fabrics, pressure and steam- 
ing control and dual mechanical control. 
Under a new rebuild policy the company 
agrees to rebuild any model of its washers 
or ironers at any time within 15 years for 
$15. Washers, open list to $99.50; ironers, 
open list to $109.50. Conlon Corp., Nine- 
teenth Street and Fifty-second Avenue. 
Chicago, III. 


Catalog Describes “Par-Bag” 
Golf Bag Line 


For the coming season, including a line 
of “Promotional Bags.” This list includes 
four fabric and two leather bags, which 
have been designed and priced to serve 
as “sale leaders.” Bags are illustrated and 
described in the catalog. Atlantic Prod- 
ucts Corp., Trenton, N. J. 


Henry’s Auto Tire 
Tube Repair Kits 


Henry’s electric light tube repair kit, 
complete with repair rubber, cement and 
buffer top. Has detachable light attached 
to lid which can also be used as a flash- 
light or trouble lamp. Suggested retail 
selling price, 50c. Dealer cost, $2.25 per 
dozen. Sample, 30c. Henry’s combina- 
tion tube repair-first aid kit contains re- 
pair rubber, cement, buffer, mercurochrome 
adhesive plaster, cotton and two rolls of 
bandages. Dealer cost, $1.70 per dozen. 
Sample, 25c. Henry’s combination tube re- 
pair-first aid electric light kit is same as 
combination tube repair-first aid kit, but 
with light attached. Suggested retail sell- 
ing price, $1.00. Dealer cost, $3.25 per 
dozen. Sample, 40c. David Henry, Spring 
Grove, Pa. 
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New Low Price Skate 






Ware Bros. “JUNIOR” a 
Ed a SS a 
> - , Aa, 






“CHICAGO” 
The WORLD’S GREATEST 


ROLLER SKA yey 
TES Increases 
The Flying Scout Double-Tread, “Triple-Ware” BUSINESS 
Steel Wheels have greatly extended the life of 
“Chicago” Roller Skates. High priced? No— 
Your customers actually pay 50% to 75% less for 
“Chicagos” because they give 2 to 8 times greater 
mileage. Ware Bros. Junior will meet all price 
competition. 
Why compete against such quality—when you can 
get your price—get your profit, and hold your 
customer’s confidence and good will? 
Now is the time to order. Your jobber is waiting to serve you. 


CHICAGO ROLLER SKATE CoO. 
4456 W. Lake St. Established over 27 years CHICAGO, ILL. 











Extra Profits 
Awaiting You 


Everybody who sees them, wants 


the new Moore 
Aluminum Push-Pins 


To Hang Up Things 
They make sales because of their 
added utility value. 
Can be inserted by hand or may be 
driven into walls or woodwork with 
a hammer. 


6 for 10 Cents 


In Window-Front Packets 
Be the first to show them in your 
community. 

Get Counter Displays from your Jobber 


MOORE PUSH-PIN Co. 
113-125 BERKLEY ST., PHILADELPHIA, PA. 
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~~(CHICAGO)— 
SPRING HINGES 


Quality Plus 


In the “Relax” Spring 
Pivot Hinge users obtain 
a maximum in Quality 
™ plus the important spring 
® action release feature. 


Dealers will find that it 
pays to sell the “Relax” 

Relax because satisfied cus- 
spring’ Pivot=Hinge tomers are a valuable as- 
set and better profits can be realized on 
this Quality Hinge than on a cheaper 
substitute. 

Send for New Catalogue H 47. 





Chicago Spring Hinar Company, 


CHICAGO NEW YORK 























WARNING 


These are not gold hoarder's trowels. 
You'll have more customers and you'll 
make more profit if you sell them for 
the planting and care of gardens. 





SPECIAL DEAL 
2 doz. trowels | With 


| doz. weeders Display 


| doz. transplanters 
10/12 doz. forks ) Rack 


Retail for 10c each piece. You pay $3.90. You get $5.80. 
Profit on Cost 48.7%. 


Animal Trap Co., of America 
Lititz, Pa. 


Send full information on Trump Garden Tools. 


58 pieces 


My Jobber's name is .............. 


Street City Ee State 
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“Standard Automatic” 
Folding Ironing Table 


Of sturdy steel construction, opens or 
closes in one easy movement and will stand 
by itself in a small space when folded, 
says the maker. Silver gray rust-proof 
finish. Top dimensions, 51” by 14%” by 
8”. Metal tray for holding iron. Top 
kiln dried wood, reinforced by iron rod. 
Packed in crates of six. N. Y. Standard 
Mfg. Co., Inc., N. 8th St. and Kent Ave., 
Brooklyn, N. Y. 


1933 American Kampkook Line 


Includes several new features with sev- 
eral of the models having adjustable ex- 
tension legs which bring cooking surface 
to a convenient working height from the 





ground. Folding legs are permanently at- 
tached to the stove, and fold closely to the 
sides of the case when the stove is packed 
for carrying. Makes unnecessary the ex- 
pense of an extra stand. Fuel tanks on the 
new models are in front of the stove, 
instead of being suspended from the end 
of the stove. The new arrangement makes 
it possible to set stove on a narrow table 
or shelf, or on running board of car. Re- 
movable fuel tank continues as a feature 
of the line. It is located well below bot- 
tom of stove case, so that tank always re- 
mains cool while stove is in operation. 
There are five models in the line. Dealer 
prices are approximately 25 per cent lower 
on comparable models than they were last 
year, says the maker. American Gas 
Machine €o., Inc., Albert Lea, Minn. 





Edison Mazda Lamp Promo- 
tional Material for Dealers 


This material includes the Edison “Be- 
lieve It or Not” colored window trim, “Be- 
lieve It or Not” folders illustrated by the 
cartoonist Ripley and the Edison Mazda 
lamp dealer certificate. The certificate, 
which is offered for a limited time, in- 
cludes the dealer’s name attractively 
lettered. It points out that he is qualified 
to give “dependable advice in the selection 
and use of Mazda lamps,” etc. Each cer- 
tificate is signed by the general manager 
of the incandescent lamp department sales 
division. The window streamers which are 
attractively colored read, “Edison Mazda 
Lamps, Buy Them Here.” The G. E. mono- 
gram is plainly marked and attention is 
called to it by an arrow. With the material 
dealers are offered a quantity of leaflets 
giving the Edison Mazda lamp quality 
story, with illustrations by Ripley. Addi- 
tional supplies of the leaflets are offered 
dealers at 65c. per 500 or $1.25 for a thou- 
sand. This campaign is intended to tie in 
with the year round G. E. radio broad- 
casts and consumer advertising campaign. 
Broadsides are available explaining the 
material and its uses. General Electric 
Sales Promotion Department, Nela Park, 
Cleveland, Ohio. 


Tool-Craft Jig-Saw 
and Turning Lathe 


Have structural parts of straight grained 
northern hard maple. Jig-saw may be op- 
erated by hand, foot treadle or motor. 
Bolted and pinned together, has metal 
hocks to hold saw blade, and underneath 
the winged nut tension take-up on the 
rear of the upper saw arm has a roller 
bearing. Turning lathe may be operated 
by foot treadle or motor. It is 18 in. be- 
tween centers. Pieces up to 18% in. can 
be turned. By removing live center and 








using it as a nut, a grinding wheel, cloth 
or wire. buffing wheel, face plate, drilled 
chuck and other attachments may be used. 
The maker states that these are not toys, 
and that they may be advantageously used 
in the home work shop. Suggested retail 
selling prices, jig-saw, $1.25 to $1.50; turn- 
ing lathe, $2.25 to $2.50; turning tools, 
$2.00 to $2.25. Dealer cost, jig-saw, $9.95 
per dozen; lathes, $18.00 per dozen, and 
three turning tools, $1.40 per set. Tool- 
Craft Sales Co., 4538 W. 130th St., Cleve- 
land, Ohio. 





Aqua-Vent 

Designed to cause escaping gases and 
grease, from gas range, to pass over a 
water-containing cup which cleanses and 
absorbs all dirt and undesirable matter 
that would otherwise get out into the 
room. Water cup is removable, permitting 
changing of water and cleaning of cup. 
Cup fits firmly into unit but is not 
fastened. Available with tops in colors 
to match stove trimming and with polished 
aluminum top. Standard colors: green, 
white, ivory and black. Other colors on or- 
der at the same cost. Of 24 gage pure alu- 
minum. Fits a four-inch stove flue collar and 
is six and one-half inches high. Individual- 
ly boxed and packed in cartons of one dozen 
each. Dealer cost per dozen, $6.00 for alu- 
minum top unit or $6.60 per dozen for unit 
with colored top. Ballonoff Metal Prod- 
ucts’ Co., 6407 Woodland Ave., Cleveland, 
Ohio. 





Strong “Stainless” 
Porcelain Enamelware 


Has gloss surface which is said to be 
unaffected by acid foods used in daily 
cooking. A triple coat ware with Armco 
iron base, long handles being gas welded. 
The Strong Mfg. Co., Sebring, Ohio. 





1933 Clean Up and Paint Up 
Window Display 

The 1938 Clean Up and Paint Up win- 
dow display in ten brilliant colors of real 
paint is announced by the National Clean 
Up and Paint Up Campaign. The new 
display features both interior and exterior 
painting, varnishing and decorating, re- 
finishing of furniture,-and repairing and 
modernizing of property, while stressing 
immediate action. 

The display is about 32 inches high and 
46 inches wide when fully extended, is die 
cut, and is made with two hinged wings. 
It is priced at $1.45 each, which is in- 
tended to cover only the Bureau’s own cost 
and handling. The same price prevails on 
larger quantities, including a corrugated 
shipping carton, and carriage charges are 
to be paid by purchasers. Lots of 25, or 
more, will be imprinted at actual cost. 

A descriptive circular showing the dis- 
play in full color is also available from 
the National Clean Up and Paint Up Cam- 
paign Bureau, 2201 New York Ave., N. W., 
Washington, D. C. 


HARDWARE AGE 





and 
or a 
and 
atter 

the 
ting 
cup. 

not 
lors 
shed 
een, 
| or- 
alu- 
and 
ual- 
zen 
alu- 
unit 
rod- 
and, 


be 
aily 
mco 
led. 


yin- 


ean 
ew 
rior 

re- 
and 
ing 


ind 
die 
gs. 


ted 


lis- 
om 
im- 
v., 








any body design. 





Straight 
Pattern 





Sherman Lawn Faucets. . 


Convertible Wheel Handle or Loose Key 
Rough Nickel Plated 


Both splendid value—full lift seat—big water- 
way—substantial weight. Only difference is in 


¥," or ¥%,” size. I.P. Thread. In cartons. Approx. [f 
wt. 12 lbs. per dz. 
faucets. Quality far better than usual competing 
types. Sold Through Jobbers 










Angle 
Pattern 
Prices are LOW on both 





Fig. 508 
Battle Creek, Mich., U. S. A: 








Free Deal for Dealers! 


One FLEX-NEK Nozzle Holder Given 
Free With Each REAL-REEL Ordered 
for Delivery Up to March Ist, 1933 


H BBE isa FREE deal that will 
enable you to sell a lot of 
nose reels this spring. We give 
u & FREE FLEX-NEK Nozzle 
Holder (Retail Value 75c) with each 
REAL-REEL—you pasg the free offer on 
to your customers, It’s A WINNER! 
REAL-REEL is the most popular hose 
reel on the market—nothing like it. 
Water runs through the reeled-up hose— 













up hose. No mussy hose to handle, The 
reel that permits sprinkling without soil- 
ing hands or clothes. 


Be PATENTED 
Water light FLEX-NEK holds hose nozzle rigid in any 
REVOLVING position. Position changed instantly with- 
; ml out shutting off water. Far better than 
CINI q rotary sprinklers. Everybody wants one 
when they see it. The free offer sells 
‘em every time. 





and FLEX-NEK Nozzle Holder 
This combination will give you the big share 
of hose reel and sprinkler business. Our ad- 
vertising in leading maggzines, featur’ this 


FREE FLEX-NEK Offer will bring a of — 
customers to the stores of REAL-REEL Dealers. FLEX-NEK 
REAL-REEL and FLEX-NEK appeal to 


every prospective purchaser—they sell them- 
selves. Satisfaction to purchaser—good 
profit for dealer. REAL-REELS are all steel 
—nothing to wear out or get out of order. FLEX-NEK Nozzle Holder 
Drum, black enamel; Standards and Wheels, . 

green. Order from your jobber or write to 


ANKER-HOLTH MFG. CO., Dept. 100, Port Huron, Mich. 

















Bommer 
Spring Hinges 





are ty a by 
the best | rigorous 
° test 


Millions 
and Millions 


of People are Pushing 
whenever they open a door 
Follow the line of least resistance 


sen BOMIME?H aways 
They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 












































SAVAGE 


12 and 16 Gauge 
3 or 5 Shot 









Automatie Shotguns 


Made by skilled and experienced workmen. A proven design 

which retails at a price that makes sales and profits. Ask your 

jobber’s salesman about this business-building sporting arm. 
SAVAGE ARMS CORPORATION, Dept. 1000, Utica, N.Y. 


SAVAGE . FOX , 


STEVENS 
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Everedy Jelly Strainer No. 350 
Consists of a heavily nickeled stand, ad- 
justable to fit any kettle or crock, and a 
bag of special strainer cloth. Ring at top 
of stand has a diameter of 8 in. and the 
bag a capacity of % gallon. Each strainer 











packed in attractive display box. Sug- 
gested retail selling price 59c, slightly 
higher in far west and Canada. The 
Everedy Co., Frederick, Md. 


Bellaire Baskette 

A compact basket of five covered dishes 
for use in the refrigerator. Each with 
cover, one large, one medium and three 
small dishes. Baskette of flat refrigerator 
shelf wire, heavily retinned, with end 
handle for lifting. Measures 15% by 
11% inches. Dishes may be removed 
from Baskette. They are seamless and 





with rounded corners, from heavy, special 
enameling steel triple coated with white 
porcelain. List price, $2.50. The Bellaire 
Enamel Co., Bellaire, Ohio. 
Nosmel 

For protecting food in refrigerators, of 
all kinds and types, by absorbing free 
moisture and food odors. The maker 
states that it requires no attention, works 
automatically and prevents foods from 
spoiling, tainting or flavoring one another. 
Six months life guarantee. In two styles 
No. 250 and No. 500T, which has a ther- 
mometer on side of container. List prices 
in East, No. 250, 25c each, No. 500T, 50c 
each. West coast list prices 30c and 60c 
respectively. Dealer discount 40 per cent. 
Dealer display cards available. The Eme- 
loid Co., Inc., Arlington, N. J. 
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The Little G.E. Model 
K-40 Radio Set 

Illustrated is a midget model with tuned 
radio frequency using four tubes, for A.C. 
or D.C. current. Weight six lbs. Sturdy 
steel-constructed chassis, adequately 
shielded; speaker mounted on chassis with 
control knob having combination on-and- 
off switch and volume control. Has figured 
walnut instrument panel and grille of 
Gothic design, extending over front of set. 
The G. E. Color-Radio Model K-106, has 
dual automatic volume control; tone 
equalizer; 10 tube superheterodyne circuit 
with push-pull amplification, tubes include 
three newly developed Triodes, full size 
dynamic speaker, single unit shielded 
chassis and shielded antenna coil. Renais- 
sance design cabinet, walnut. Color con- 
trol includes; tone color, double action 
tone control, color radio noise silencer 
utilizing point of light to indicate varying 
color as well as position the degree of 
silencing effected and color radio volume 
control, which is similar to a_ noise 
silencer and indicates decree of volume. 
Visual tuning control, consists of graduated 
dial, against which shadow of meter needle 
is thrown. General Electric Co., Mer- 
chandising Department, Bridgeport, Conn. 


Rubbermaid Matched Color 
Line of Kitchenware 

Includes the dust pan illustrated. Dust 
pan is made to conform to floor level. Un- 
breakable, molded in one solid piece of 
best grade rubber. A drainboard mat, de- 
signed as a protecting mat for the sink 








drainboard and for use as a dish drainer 
is also offered. A sanitary sink strainer is 
included having a finish which the maker 
states will not crack, chip nor drip. Line 
includes a soap dish for holding extra soap 
in kitchen or bathroom as well as a one- 
piece sink scraper which may be used for 
cleaning sinks or for wiping windows and 
windshields. Each item made in the fol- 
lowing permanent mottled colors: green 
and white; red and white; blue and white 
and black and white. A display card is 
available showing a housewife using two 
of the items. The other three items are 
also shown, all in mottled green and white. 


Caldwell Rubber Co., Providence, R. I. 


King Razor 

Has an oscillating blade, lateral motion 
of blade being imparted by a roller on the 
razor head which contacts the surface of 
the skin and insures the proper shaving 
angle at the same time transmitting the 
sliding motion to the blade. The maker 
states that this gives a shearing or mowing 
action, which cuts the beard off squarely, 
eliminating the danger of ingrowing hairs 
and chafed or roughened skin. Of simple 





construction as the entire razor is one unit 
with no spare parts. May be cleaned and 
operated with one hand, says the maker. 
Special blade developed for use in razor 
also carries King name and fits only in 
this razor head, says the maker. Razor 
finished in heavy gold plate, packed in an 
individual box with five blades. Razor, 
list price, $2. Blades list at 50c per pack- 
age. King Razor Co., Providence, R. I. 





Nappanee Improved Ladders 

Have a metal reinforced back, providing 
greater strength and rigidity. Steps are 
forced into position under tremendous 
machine pressure. Tension maintained by 
riveted rods, assuring rugged strength in 
long and heavy service. Elimination of 
nuts provides smooth sides. Lowest priced 
ladder costs dealer 15%c per foot in 
territory east of the Rocky Mountains, 
excepting Texas. Nappanee Lumber & 
Mfg. Co., Nappanee, Ind. 
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McKINNEY Carded Hardware 


Displayed on open tables, McKinney Carded Hardware commands instant attention 
and sells itself. 

The McKinney line comprises 32 quick-selling items mounted on attractive cards, 
complete with screws, to retail at 5 and 10 cents 
per card. 

All items are finished in either Dull Brass or Cad- 
mium to meet the popular demand. 

Packed 1 doz. of each of the 32 items in a box. 
12 boxes in a carton. Every item a fast-moving 
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staple. Popular assortment packing in Lot A and 
Lot B. Send for Folder and Discounts. 














McKINNEY MFG. CO., N.S. PITTSBURGH, PA. 








SHARPEN 
LAWNMOWERS 
‘~ AAD EARN 
set screws GIRHID | GOOD MONEY 


Wood, Drive, Coach, Machine, 
Set, Cap, Thumb SCREWS 


Special Automatic Screw 
Machine Products 


BOLTS, NUTS, CHAINS 
Escutcheon Pins 
Speedometers Tachometers 
THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 


New Britain, Conn. 


Warehouses: 





New York Chicago 
Philadelphia 








a lawnmower that needs sharpening. 


you'll install an Ideal.- It’s an easy 


complete information. 














How about a littl EXTRA PROFIT? 


Practically every one who comes into your store has 


A sign promi- 


nently displayed in your store will cause many of 
your customers to bring in their dull lawnmowers 
and leave them to be sharpened. The Ideal Sharpener 
grinds the blades to the proper bevel and makes old 
mowers cut like new and stay sharp longer. A boy 
can operate it. You can make the lawnmower sharp- 
ening end of your business a most profitable one if 


way to make 


extra profits. Write for our new low prices and 


THE FATE-ROOT-HEATH CO. 
701 Bell St., Plymouth, Ohio 











Wrench users frequently require a 
tool that will best serve a double 


TRADE 
purpose. 

Bax The B. & C. Adjustable Combination 

MARK Wrench is just such a tool—handles 
both pipe and nuts with time-saving 
efficiency. Constructed extra strong 
and rigid. Popular seller. Sizes: 


8” to 18”. 
Ask Your Jobber 


of 

















Springfield, Mass. 





sone ALL STAINLESS 


CRESCENT TAPE-RULE 
s j REG. U.S. PAT. OFF, 
For Both Pipe and Nuts ‘la Highest Grade Flex- 
; ible-Rigid Auto- 
matic - wind Tape- 
Rule —the counter- 
part of our popular 
“Crescent” but with 
case and Rule Blade 


genuine Stainless 


Steel. 


BEMIS & CALL CO. — THE [UFKIN foULe €' New Yor 
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Replace it 
with .. A 


KIMBALL | 
ELEVATOR ~~ 
Is your elevator old ZB, i= 


and shaky? Why not re- 
place it with a Kimball 


machine—They are com- to 
pact, powerful and safe— 
Tell us the job it has to do Z 


and let us submit prices and 
data on machine to do it. 


What are your requirements? ~ ; 
We have an Engineering as 


Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth St. 
Council Bluffs, Ia. 6AA 





























Stock 


and Profit with 


GéB 


) onbdy 
2 tt 


“Nim BGuB BY Fos BY fon’ 
LOOK FOR THE “Ga” LABEL - - YOUR PROTECTION AGAINST SUBSTITUTION 


ROMAN 
14 & 16 Mesh & * 
PREFERENCE: Continved preference with experienced buyers everywhere, and the Any, number 


of new customers, testify to the soundness of our adherence to the eh i 
and SERVICE ee at # - 


The Gilbert & Bennett Mfg. Co. 


Established 1818 America s Oldest Woven Wire Factory -Manulacturers 


WIRE CLOTH, NETTING and FENCING 
ee Galvanized Ste Steel ¥ Wire Cloth | in all Meshes | and Lauses nat 
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Convention Calendar 





Week of April 2, 1933 


Sixty-sixth Semi-annual Convention of the American Hard- 
ware Manufacturers Association, and the Forty-third Annual 
Convention of the Southern Hardware Jobbers Association. 
Joint Meeting. Memphis, Tenn. Headquarters: Hotel Pea- 
body. April 3, 4, 5, and 6, 1933. Secretary, Manufacturers 
Assn., Chas. F. Rockwell, 342 Madison Ave., New York City. 
Secretary Jobbers Assn., T. W. McAllister, Grant Bldg., 
Atlanta, Ga. 


Week of April 16, 1933 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION Con- 
VENTION, Hotel Amarillo, Amarillo, Texas, April 17, 18, 19, 
1933. C. L. Thompson, secretary-treasurer, Canyon, Texas. 


Weeks of May 1 and 8, 1933 


Toy MANUFACTURERS OF THE U. S. A. INc., Cuicaco, Toy 
Fair, Stevens Hotel, May 1 to 13 inclusive. James L. Fri, 
managing director, 200 Fifth Ave., New York, N. Y. 


Week of May 7, 1933 


TripLe ConvENTION—Southern Supply and Machinery Dis- 
tributors’ Association; American Supply and Machinery Man- 
ufacturers’ Association, and National Supply and Machinery 
Distributors’ Association. Brown Hotel, Louisville, Ky., May 
9, 10, 11, 1933. Southern Association Secretary: Alvin M. 
Smith, care Smith-Courtney Co., Richmond, Va. American 
Association Secretary: R. Kennedy Hanson, 2010 Clark Bldg., 
Pittsburgh, Pa. National Association Secretary: George A. 
Fernley, 505 Arch St., Philadelphia, Pa. 


Week of June 4, 1933 
SouTHEASTERN RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION, Convention and Exhibit, composed of Alabama, Florida, 
Georgia, and Tennessee. Atlanta, Ga. Ansley Hotel, June 


‘6, 7, and 8, 1933. Walter Harlan, secretary, 1450 Piedmont 


Ave., N.E., Atlanta, Ga. 


Tue Harpware ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Hotel Goldsboro, Goldsboro, N. C. June 6, 7, and 8, 
1933. Arthur R. Craig, secretary-treasurer, 803-5 Commercial 
Bank Bldg., Charlotte, N. C. 


Week of June 11, 1933 


American Or Burner AssociaTION 10TH ANNUAL SHOW 
AND CoNnvENTION, Hotel Stevens, Chicago, Ill. June 12, 13, 
14, 15, 16, 1933. Secretary’s office, 342 Madison Ave., New 
York, N. Y. 


LoutstanA Retai. HARDWARE AND IMPLEMENT ASSOCIATION 
ConvenTION, Francis Hotel, Monroe, La., June 12, 13 and 14, 
1933. J. C. Ritchie, secretary, Box 532, Ruston, La. 


MississipP! Retat. HARDWARE AND IMPLEMENT AsSOCIA- 
TION, 27th Convention, Robert E. Lee Hotel, Jackson, Miss., 
June 12, 13 and 14, 1933. Guy Nason, secretary-treasurer, 
Starkville, Miss. 


HARDWARE AGE 
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¢ THE SWEDISH “PRIMUS” « 


Is the Indispensable Companion of Explorers 
and 
Invaluable to Campers 
Cw 
Burns kerosene 
or gasoline with 


| equal efficiency. 
Smokeless — Reliable — Safe 
ow 


Send for complete catalog 
of more than 60 patterns 


e SANDVIK SAW & TOOL CORPORATION * 


740 Washington Ave., North 109 Lafayette St. 
Minneapolis, Minn. New York, N. Y. 














Sure Grip 
Hose Clamps 


Withstand any pressure 
—leak proof. Wrought 
steel, heavily galvanized. 
96 Sizes for Garden, 
Hydrant, Grease, Paint, 
Air, Fire, Steam, Suc- 
tion and Tank Hose. Im- 
mediate shipment. 


Send for Folder, 
Samples and Discounts 


R. CLANCY, 


Syracuse, New York 

















The Diamalloy Seatherwetahe adjustable wrench 
is made from a special ey grade alloy steel 
of remarkable strength. he wrench actually 
measures 1/3 thinner than the old pattern, yet 
is much stronger. It fits where other wrenches 


will not and withstands the severest strain. 


DIAMOND CALK HORSESHOE COMPANY 
4622 GRAND AVENUE - - - - DULUTH, MINNESOTA 


DIAMALLOY 











DISCOVERED! 
7S e INewest Way 


for Quick Profits 


Get a “‘Shur-Loc’’ Window Guard 
model and give a store demonstration. 
No big outlay required. Show how 
impossible it is for sneak thief or 
kidnapper to get by them. You'll 
have a big crowd and parents and 
householders will buy. Quick profits 
are assured. “‘Shur-Loc’’ Window 
Guards are new, low priced and made 
to order for any type window. Nation- 
ally advertised. Write for represen- 












































se ¥ tation in your territory. 
SHUR. LOG WINDOW GUARD CORP. 
Box 102 — 216 East 26th St. LExington 2-0463 — New York 
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SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality for its particular use 
"There IS a Difference in Sash Cord” 
OTHER BRAIDED CORDS: COTTON TWINES 


‘ , 
Send for catalogue, samples and selling informatio 





1933 








LOOK INTO THIS! 
ae 


KESTER “ 
SS METAL MENDER 


The fastest selling household solder in the 
world! W riteus forthe story and free sales 
help. Kester Solder Co., 4205 Wright- 
wood Ave., Chicago, Ill. Eastern Plant: 
Newark, N. J. Canada: Brantford, Ont. 


Lo ee Oe 





All Wright Wire 
products are made 
from copper bear- 
These 
quality products 


ing steel. 


give greater satis- 
faction, but cost no 


more. 


© 


6. F. Wright Steel 
& Wire Co, 


Worcester, Mass. 


POULTRY NETTING — 
WIRE CLOTH—CHAIN 
LINK FENCES AND 
GATES—WIRE 
CLOTHES LINES— 
WIRE LATH 


SUPERIOR 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 











Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” advertisements. 


Set Solid, Minimum of 50 words.. 


$3.00 

Each additional word....... cocce 6 
All Capitals, Minimum of 50 words.. 4.00 
Each additional word..... eoccces OS 


Allow Seven Words for Keyed Address. 
Remittance Must Accompany Order 





Samples of merchandise, literature, catalogs, etc., will not be forwarded 





BOXED DISPLAY RATES 
BR teak cccccscce. sccvecsesceseccQuee 
Each additional inch........ coccce 400 
Discounts for Classified Advertising 
4 insertions,10% off,8 insertions,15% off. 
to the special rate, these discounts de 
apply on Position Wanted or Help 
Wanted Adverti t 
HARDWARE AGE is published every other 
Thursday. Forms close Nine Days previous 
to date of publication. 
Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 




















BUSINESS OPPORTUNITIES 
FOR 





. SALE—at a real bargain—a_ hardware 
store in western Pennsylvania invoicing about 
$20,000. Building and warehouse for sale or 
rent. 


a E in trading area from 25,000 to 
35,000. Main reason for selling—age and health 
of manager. Address Box B-85, care of 
ware Ace, New York City. 


Harp- 








SALES REPRESENTATIVES WANTED 


SPLENDID OPPORTUNITY _ tor __ Sales 
Agents calling on RK Hardware, Housefurnish 
ing and Furniture stores to sell established line 
having 30-year ity reputation with the trade. 
Territories available in Pennsylvania, New Jersey, 
New York, Delaware, Maryland, West Virginia, 
Virginia, Kentucky, New England 
States. Address Hox J-994, care of HarpWarE 
Acs, New York City. 

UNUSUAL OPPORTUNITY for salesmen 
calling on rural retail hardware and farm sup- 
ply. This is regular merchandise enjoying con- 
stant sale and exceptionally easy price and qual- 
ity competitive position of forty year old firm. 
Commissions only, but only to right parties. 
State experience and territories accurately. Ad- 
dress Box B-79, care of Harpware AGE, New 
York City. 

REPRESENTATIVES wanted to sell to hard- 
ware jobbers a new article which retails for $1.50; 
only experienced men need apply. References 
required. State commission expected and other 
detail. Automatic Rubber Company, Columbia, 
South Carolina. 

ROPE SALESMEN WANTED—Philippine 
made manila rope sideline; long-established trade 
necessary; 5% commission. Write fully about 
yourself giving references. Address Box B-39, 
care of Harpware Acar, New York City. 




















SALES ACCOUNTS WANTED 


On March 15 will open up office and storeroom 
in New York City, calling on the trade in New 
York, New Jersey and Connecticut. Will be 
pleased to hear from manufacturers desiring rep- 
resentation in this territory with a stock on hand 
for immediate shipments also having the benefit 
of an experienced selling force in retail or job- 
bing lines. Address Box B-82, care of HArpwWaRE 
Ace, New York City. 


ADDITIONAL ACCOUNTS wanted by young, 
aggressive sales organization directed by experi- 
enced executive. Our men contact electrical, 
hardware, department store and syndicate trade 
in New York State, New Jersey, Connecticut, and 
we arrange for coverage in adjacent states. 
Associated Representatives, 11 West 42nd Street, 
New York City. 

EFFICIENT REPRESENTATION in New 
York Metropolitan area offered to manufacturer 
of good line of hardware. Have been sellis 
this territory twelve years—seven years wit 
present connection. Selling direct to retailers and 
to jobbers. Commission only. Address Box B-80, 
care of Harpware Ace, New York City. 


If you want to introduce your product to the 
hardware dealers and jobbers of New England, 
I can help you. I have years of experience with 
this trade. Can handle one more line. Full 
references as to character and ability. Fred E. 
Allen, Jr.. 3 Waban St., Wellesley, Mass. 

SALES REPRESENTATIVE, located in 
Worcester, Mass., is desirous of adding lines for 
sale to Hardware Dealers and Wholesalers in New 
England States. Ten years of contact with trade. 
Address Box B-66, care of Harpware Ace, New 
York City. 


Manufacturers’ 




















Agent. New York, New Eng- 
land. With established trade lines selling to auto- 
motive, hardware, mill supply jobbers—chain 
stores—manufacturers. Could actively push one 
new line. Address Box B-87, care of Harpware 
Ace, New York City. 
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SALES ACCOUNTS WANTED 


Sales Organization with five 
handle to advantage additional non-competitive 
major lines. We contact the Hardware, House- 
furnishing, Mill Supply, Electrical Supply and 
Auto Supply trade in New York, New Jersey 
and the New England States. We finance all 
transactions making monthly settlement with man- 
ufacturers. Address Box B-88, care of HARDWARE 
AcE, New York City. 





salesmen can 








Live salesman, a self-starter, well and favor- 
ably known to New Jersey hardware trade, 
offers efticient representation in this territory to 
manufacturer of locks, hardware or housefurnish- 
ing line. Address Box B-89, care of HARDWARE 
Ace, New York City. 





Salesman calling on the Hardware and Mechan- 
ical Rubber Goods Jobbers in the New York Area 
otfers efficient representation for one or two out- 
standing items. Commission only. Address Box 
B-90, care of Harpware Ace, New York City. 








HELP WANTED 


EXPERIENCED HARDWARE MEN located 
throughout the United States will find it to their 
advantage to communicate with this bureau for 
positions. We are called upon from time to time 
to fill vacancies in the hardware and allied in- 
dustries and we need clean-cut, thoroughly ex- 
perienced men to fill these positions. No registra- 
tion fee required. No charge unless placed. 

ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street 
New York City 








If you are over thirty-five years old, under- 
stand the principles of merchandising, can address 
sales meetings, are well and favorably known to 
the executives and purchasing departments of 
wholesale hardware companies located in Alabama, 
Arkansas, Georgia, Illinois, Indiana, Iowa, Kan- 
sas, Kentucky, Louisiana, Minnesota, Missis- 
sippi, Missouri, Nebraska, North Dakota, Okla- 
homa, South Dakota, Tennessee, Texas, Wiscon- 
sin, and can sell—there is an unusual opportunity 
open for you with an old line company whose 
products have national distribution in the hard- 
ware field. This position calls for a man capable 
of maintaining and expanding the pleasant busi- 
ness relationships now existing with our jobber 
connections. Salary and expenses—no commission. 
Address Box B-70, care of Harpware Acre, New 


York City. 





HARDWARE SALESMAN—If you are an 
experienced hardware salesman with a following 
among factories, real estate management firms, 
hotels, institutions, etc., and if you are looking 
for a permanent position with a young and pro- 
gressive wholesale hardware concern in New York 
City, it would be well for you to consider our 
proposition which should yield you excellent com- 
missions. Write, giving us a clear picture of 
your past sales work in this line, including the 
names of such hardware houses as you may have 
worked for. Address Box B-76, care of Harp- 
warE AGE, New York City. 








SALESMEN, thoroughly experienced in hard- 
ware, with following among retail hardware deal- 
ers in Metropolitan area, Westchester County, 
and vicinity, Nassau and Suffolk Counties, and 
northern New Jersey; wanted by progressive job- 
ber. Preferably those who own car. you 
have actually sold hardware, write giving full 
details regarding experience, territories cqyered, 
and following in first letter. ur men are in- 
formed of this ad. Address Box B-86, care of 
Harpware Acz, New York City. 


POSITIONS WANTED 





EXPERIENCED HARDWARE PERSONNEL 
with many years of training in the hardware and 
allied industries are registered with this bureau. 
Among our applicants are executives, salesmen, 
clerks and technical employees, each thoroughly 
experienced in his line. This is the only em- 
ployment agency throughout the United States 
that specializes in [a suitable employees 
for the hardware industry. If we can be of any 
assistance to you, in any art of the country, 
sense a 3 a, to inform us. There is no 
charge for this service. 

ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street 
New York City 


Desire permanent position with either retail or 
jobbing hardware concern or manufacturer. For- 
merly employed by well-known builders’ hardware 
manufacturer, also large retail hardware concern 
of New- York City. Have a thorough business 
training; also capable of compiling catalogs for 
jobber or manufacturer from sixteen to one 
thousand pages. Have ability, clean cut, good 
appearance and a live wire. Will travel to any 
part of the country. Age 42 years; married. 
Address Box B-81, care of Harpware Acz, New 
York City. 


$750,000 was the annual business done by a 
wholesale and retail hardware concern carrying 
sporting goods, toys, china, glassware, silver- 
ware and doing plumbing, tinning and _ heating. 
The owners of the controlling interest died and 
their holdings passed to others. The policy of 
the company was changed and the business even- 
tually discontinued. I had 29 years experience 
with the concern in retail and wholesale depart- 
ment; 10 years traveling, 10 years as buyer and 
sales manager and 5 years as manager. Now 
want job. Hard worker, capable and efficient. 
Best references. Have had some experience as 
catalog compiler. Eastern states preferred. Ad- 
dress Box B-78, care of Harpware Ace, New 
York City. ~ 





THE SERVICES of a Christian man, age 33, 
American, are available for immediate placement. 
Thirteen years buying, selling, managing, plus 
broad business knowledge and good judgment in 
both the wholesale and retail hardware, house- 
furnishing and mill supply fields. Capable of 
managing large retail store or assuming respon 
sible position with jobber or manufacturer. Will- 
ing to locate in any town within 500 miles New 
York City. Address Box B-83, care of HARDWARE 
Ace, New York City. 





YOUNG MAN, v desirous of securing steady 
position about ee York and vicinity. Having 


been employed over twelve years in Retail Hard- 
ware, Housefurnishing and aints. Am fully ex- 
perienced in selling, displays, windows, lock an 


electrical appliance repairs. Christian, 35 years 
of age, single, also have chauffeur’s license. 
dress Box B-41, care of Harpware Ace, New 
York City. 





EXPERIENCED hardware and paint man 
wishes traveling or store position where ambition 
and honesty is appreciated. Particularly familiar 
with New England trade requirements. Trained 
with one of the oldest houses in the business. 
American born, and use no tobacco or liquor. 





Address A. R. Maxson, 47 Pidge Ave., Paw- 
tucket, R. I. 


HARDWARE AGE 
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O. AMES 
The Shovel That Built America 


AMES-BALDWIN-WYOMING SHOVEL CO. 
Parkersburg, W. Va. 








Famous A-B-W Brands 


0. AMES KNOXALL RED EDGE 
BRONCO MONONGAH PONY 
PACEMAKER HUSKY COAL BLUFF 


SUCTION RUBBERS 


Right now there is a big market for suction rubbers at all 
of the retail stores in your com- 
munity. Now, more than _ ever, 
dealers are realizing the importance 
of “specials” hung from the side 
walls, mirrors, and windows of 
their stores. 

Display signs and other objects 
may be easily attached to any glass 
or varnish surface by using these suction rubber cups. 





SEND FOR CATALOGUE 


The ELASTIC TIP COMPANY 


370 Atlantic Ave. Boston, Mass. 

















HILL Balcony = Style H 


May be 
hung from 
porch or from 
side of ~~ 
Line always’ within 
easy reach. —— clear 
of building or balcony. 
ee constructed and 
< — ae. = 
ns. long, ca ng 
110 ft. of line "hocked te 
post by patented Ravens 
which — reel from 




























blowi oo Al Highest 
end for Booklet 
shows complete 


HILL oon DRYER CO., 


ine. 
Worcester Mass. 
New York Distributor: H. Kornahrens, Inc. 
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U.S. $. Co.’s 


"NEW DEAL’ ¥ 
STAINLESS «= 
ENAMELED WARE 
U.S. STAINLESS LAVA 


U. S. STAINLESS WHITE 
U. S. STAINLESS IVORY 
ALL TRIPLE COATED FINISH 
Ask your jobber or write us direct 


UNITED STATES STAMPING CO. 


QUALITY ENAMELED WARE - MOUNDSVILLE, W. VA. 











sb) BRUSH-NU COMPANY , 


BALTIMORE MARYLAND 















Known everywhere by name 
and recognized as the stand- 
ard friction tape of the coun- 
try—Bull Dog Friction Tape. 
Nationally advertised. 1, 

2, 4 and 8 ounce rolls. 

In full color cartons 
packed in full color dis- ; 

play containers. arene 


prrreey 


FRICTION 


TAPE 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 











R EMCO Furniture Nails 


Display Assortment Contains: 


2 Pkg. 210 Black 

2 Pkg. 210 Tan 

{ Pkg. 210 Red 

{ Pkg. 210 Brown 

1 Pkg. 210 White 

2 Pkg.210 Green 

1 Pkg. 43 Brass PI. 
1 Pkg. 42 Brass PI. 







| Pkg. No. 9 Antique 
el Ss SS i Pkg. (7/16 N.PI.Thumb- 


Rie exes © oh Weight 2% Ibs. Complete 


Robert E. Miller, inc., 35 Pearl Street, New York City 








REAL sales representa- t 


tives advertise in the 
"Sales Accounts Wanted” 
columns of the classi- 
fied advertising section 
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42 aNEW PRODUCT and 


av c\ f Irwin comes out with the Irwin Bluwin—the finest tool that 

N Oy has ever been offered the hardware trade. This new bit, 
@ Royal blue in color, has a cutting head of such design and 

is so heat-treated that it will accurately go through the 
toughest wood, beauuful in appearance and will resist 
rust far more than the ordinary polished bit. 










Here’s a bit that will sell and show you a profit not 

‘\ only because of its extreme attractiveness and rugged 
\ \ quality, not only because of a name which has for 48 

y years stood as the standard of quality in the bit field, 
but because 


Irwin Is Backing This Bit With 
a New Publicity Plan. 


In the pages of Popular Mechanics and Popular 
Science Monthly this bit will be advertised to 
hundreds of thousands of home craftsmen. These 
readers will be offered a free set of working 
plans of various items, including bird houses, 
ship models, etc. Plans will be obtainable 
only, however, by clipping the tag attached 
to each Irwin Bluwin and forwarding same 
direct to the factory. This free offer to 
home craftsmen will stimulate the sale 
of this bit in your store. Write your 
jobber and ask him for complete infor- 
mation, or write direct to 


THE 


PLANS ven FREE win ever, 
IRWIN BLUWIN 


The above is a reproduction 
of the Irwin Bluwin coun- 
ter display stand. This is 
actually produced in four 
colors and is 18 inches high. 
It is furnished free with 
your first order of the Irwin 
Bluwin. 














The IRWIN Bit 


TRADE MARK REGISTERED 
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44 a NEW SELLING PLAN 








Build this beautiful 


i’ IRWIN'S 
|” BLUWIN 





fiz 





ecial Introductory Offer 


is «tag attached to every “Irwin” Blu 
Send this tag *o The Irwin Auger Ba Com 
vi . Oh 


REPO PERL EIST 
gis i Ef: 






ge 
File 


rt pictur jue 
its for sale in all sizes by your hardware dealer 
wre direct 


THE IRWIN AUGER BIT COMPANY 
Witmington, Ohie 


D 
&F 


WOOD BORING TOOLS 
CUTS TRUE—CLEAR THRU 





Above is a reproduction of 
full column ads which 
are appearing monthly in 
Popular Mechanics and 
Popular Science Monthly. 


IRWIN AUGER BIT COMPANY 
Wilmington, Ohio 
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WOOD BORING TOOLS 
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SKEET SHELLS that SOLICIT 
- BUSINESS for YOU 


At their best in 
the new Win- 
chester Model 
21 Skeet Gun 
with its new, 
exclusive Spe- 
cial No. 1 and 
No. 2 Skeet 
Bores. 


Red body and 2-corrugation base—crimped 
as Winchester does it— show it's a Ranger 





THE RANGER SKEET LOADS 
Length Powder Shot Chilled 
Load No. Gauge of Shell Dram-Equiv. Oz. Shot Size 
GS769C 12 25 2” 5 11 e 9 
GS619C 16 27,” I 9 


1 
it 
GS539C 20 1,” y , 9 











SKEET LOADS 
in this NEW PACKAGE 


HE well known, popular, thoroughly proved leaders for 
Skeet. Typically Winchester, through and through: De- 


pendable—fast—pulverizing pattern—non-rusting. Manu- 
factured and priced to encourage more and more Skeet shooting. 

And now made extra attractive in your store, with their smash- 
ing new colorful official Skeet design on their convenient new 
carton, that does part of your selling job for you. 

Powerful new No. 4 Winchester Staynless primers give these 
Ranger Skeet loads instant, intense, complete ignition—and make 
them positively non-rusting. Specially selected smokeless powder 
gives lightning get-away, top speed, great pattern uniformity. 
Patented Seal-Tite” composition wads—uniform in texture, elas- 
ticity and thickness, expanding uniformly under loading and 
firing compression, immune to dampness and so greatly aiding 
powder stability—shorten shot string, improve pattern. That goes 
too for the Winchester No. 9 chilled shot, so uniform in size, 
roundness and hardness they “do their stuff” superbly. 

In all three gauges, a load that smacks Skeet targets into the 
most approved “puff of black smoke.” 

“YOUR Skeet shooters want these shells—Winchester Rangers. 
You'll sell them, too, for all wing-shooting “scrub” practice at 
clay birds thrown from hand or ground traps. 


WINCHESTER REPEATING ARMS CO. 
NEW HAVEN, CONN., U.S. A. 


*# WINCHESTER USE LICENSED UNDER PATENTS: Patented U.S.A. 1,659,649—1,577,426—1,576,759—1,485, 337 


WINCHESTER 
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